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Post readers are financially able to buy insurance 


Y every yardstick, Saturday Evening Post 
readers can buy insurance. 


The average Post home is valued at over 
$6,300, against a national average of under 


Insurance advertising in the Post reaches 
people who can afford insurance. . . and have 
the education to appreciate its need. 


This fact has long been recognized by 











$4,400. leading life insurance companies. In the V 
90.3% of Post homes have private baths, past 10 years, the 10 regular ee ad- ” 
against a national average of 54.7%. vertisers have placed more of their adver- H 
: ; . tising in the Post than in any other maga- 
79% have mechanical refrigeration. Na- Ny Ee : BO 
bel +. AL zine. In fact, during the entire ten-year pe- Pot 
ere ee re riod one-third of all magazine advertising busin 
73.2% have central heating. National aver- money spent by these insurance companies or 
age is 42.0%. has been concentrated in the Post. ek 
College graduates among Post readers are op 
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three times the average for the rest of the BiLiONs paens “ : . 
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INSURANCE IN FORCE (IN BILLIONS 
OF DOLLARS) BY LEADING LIFE 
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Consistency pays dividends, For ten years, the 
growth of ordinary life insurance in force among 
regular Post advertisers has been 340% greater 
than that of the fifteen inconsistent or non- 
advertisers. 
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John Hancock 
to Put Up New 
16-Story Home 


Will Start Immediately 
on 15 Million Dollar Project, 
Highest in Boston 


BOSTON—Construction will be be- 
gun immediately on the first postwar 
business building in Boston, the new 26 
story home office of John Hancock Mu- 
tual Life. 

The home office now occupies all of 
two and parts of three other buildings 
in the Park Square section. Plans call 
for the modernization of the present 
home office building after contruction 
of the new building is completed and 
the gradual surrender of the present 
John Hancock building and temporary 
ofice space in other buildings in the 
area. 

“The new home office building with 
its use of flexible space and its design 
for healthy expansion has been visual- 
ized not only as a solution to our prob- 
lems of working space to adequately 
serve our more than 7 million policy- 
holders throughout the county,” Presi- 
dent Paul F. Clark declared, “but also 
as a demonstration of our faith in the 
future of our home community of Bos- 
ton and of the country.” 


To Be 417 Feet High . 


The new building, which will rise 417 
feet above the sidewalk, will occupy a 
site 290 feet by 270 feet east of the 
present home office and will be bounded 
by Berkeley street, Stuart street and St. 
James avenue. The site is now vacant 
except for the present John Hancock 
Hall, which will be razed to make way 
for the new structure. In the Stuart 
street wing of the new building will be 
anew John Hancock Hall, designed to 
seat 1,100 people and fully equipped as 
an auditorium. 

_The new $15 million structure, de- 
signed to provide the maximum floor 
space possible for the dimensions of the 
lot on which it stands, will provide, 
exclusive of the space for elevators and 
other mechanical equipment, almost 
625,000 square feet of working floor 
space. This space has been planned to 
accommodate the future increases in 
staff. 

Specifications given to the architects 
required that the building be planned 
from the “inside out” to give flexible, 
comfortable and well-lighted work areas 
for all employes. The architects, Cram 
& Ferguson of Boston, have designed 
the structure so that interior spaces will 
be completely unobstructed by steel col- 
umns or pillars. 


Will Have Simple Style 


The exterior shell of the building will 
Consist of a 26 story central structure, 
fronting on Berkeley street, flanked by 
two seven-story wings and topped by a 
lantern tower. The strucure will be 
simple in style, faced with stone and de- 
Signed to harmonize with surrounding 
buildings. Its sole ornamentation will 
be a colonnade across the center portion 
of the main Berkeley street entrance. 
The Turner Construction Co., nationally 
known builders, will handle the con- 
struction. They were the builders of 
the two other insurance company home 
Offices in the neighborhood, the New 

(CONTINUED ON LAST PAGE) 


Colhoun to Home 


Office; New N.A.L.U. 
Trustee Needed 


E. Dudley Colhoun has been ap- 
pointed superintendent of agencies by 
Shenandoah Life. 
Mr. Colhoun has 
had 22 years of 
successful _experi- 
ence as a manager 
and personal pro- 
ducer. He became 
associated with 
Shenandoah Life in 
1940 as home office 
supervisor. In 1944 
he was appointed 
manager of the 
home office agency 
in Roanoke. 

Last August Mr. E. 
Colhoun was re- 
elected trustee of the National Associa- 
tion of Life Underwriters for a two 
year term, having served a year’s term. 
He is chairman of the N.A.L.U. elec- 
tions committee. He served as Vir- 
ginia association president in 1941-42 
and is currently state national commit- 
teeman. He is a past president of the 
Roanoke association. 

Mr. Colhoun joined Equitable Society 
in 1924 and in 1930 became district 
manager for Pan-American Life, serv- 
ing in that post until he joined Shenan- 
doah Life. 

. Colhoun’s new post will mean 
that a new N.A.L.U. trustee will have 
to be elected to succeed him. At the 
Chicago meeting last August a new 
procedure was adopted for filling va- 
cancies on the N.A.L.U. board. The 





D. Colhoun 


.trustees will notify all members of the 


national council and invite them to sub- 
mit names or endorsements. These will 
be considered by the trustees, acting as 
a nominating committee, and a slate 
sent out to the members of the council 
for a mail vote. 





Proposes Income 
Disability as 
NSLI Rider 


WASHINGTON — Twenty-year_ en- 
dowment, endowment at age 60 and en- 
dowment at age 65 would be author- 
ized for conversion of National Service 
Life under bills introduced in Senate 
and House, reportedly with approval of 
the veterans’ administration, army and 
navy. It is provided that conversion 
to endowment could not be made while 
the insured is totally disabled. 

Another bill, introduced by Rep. Pat- 
man, Texas, provides for conversion to 
20 and 30 year endowment plans, en- 
dowment at age 62 and 5 year level pre- 
mium term. His bill also provides for 
payment of insurance in a lump sum, 
instead of installments, at option of the 
insured. 

The reported VA-approved bill pro- 
vides that level premium term policies 
shall cease and terminate at expiration 
of the term period. 

Restrictions upon permitted classes of 
ranean would be removed by the 
bill. 

Settlement options provided in the bill 
include lump sum, two plans of monthly 
installments, refund life income, and 
unless some other method is selected 
by insured, payment in 36 equal monthly 
installments. 

Certain options would not be avail- 
able if a firm, corporation, legal entity, 
estate, or trustee is beneficiary, or 
where the contract matures as an en- 
dowment. Sh 

As to thereafter matured insurance, if 
no beneficiary is named or if the desig- 


Indiana Premium 
Tax Held Valid 


States Have Clean 
Sweep So Far in 
State Tribunals 


INDIANAPOLIS—The Indiana su- 
preme court upheld the 3% state pre- 
mium tax on insurers incorporated in 
other states, reversing a decision of the 
Marion county superior court here. The 
action had been brought by Prudential, 
which claimed that the tax, which does 
not apply to domestic companies, was a 
burden on interstate commerce and un- 
constitutional under the Southeastern 
Underwriters Association decision. 

The reasoning of the Indiana supreme 
court followed closely that of other state 
courts in which similar actions have 
been brought. It took the position that 
the McCarran law specifically affirms 
the right of states to tax insurance 
companies and consequently that higher 
taxes on foreign insurers are included 
in this authorization. 


Companies Losing Uniformly 


The Indiana decision means that so 
far insurance companies have a 100% 
loss ratio in suits in state courts seek- 
ing to invalidate higher taxes in foreign 
companies. The Kansas and South 
Carolina supreme courts have upheld 
similar taxes and the Michigan law was 
recently upheld by the Ingham county 
circuit court. 


Tax Equalization Bill to 
Go Into Kentucky Hopper 


LOUISVILLE—Included in the pre- 
legislative session of the governor’s leg- 
islative commission, which prepares the 
advance legislative program, is a pro- 
posal for a 2% premium equalization tax 
on domestic insurers. This, it is esti- 
mated would yield $100,000 to $150,000 a 
year. 











nated beneficiary is dead, the insurance 
shall be paid in lump sum to the in- 
sured’s estate. If the last surviving 
beneficiary dies before receiving all the 
the insurance payable, it is provided the 
commuted value of unpaid balance shall 
go to the estate of such beneficiary. 

Provision is made for payment of 
monthly benefits of $5 per $1,000 for 
disability of sixth months or longer du- 
ration occurring before age 60 upon 
payment of extra premium to be fixed 
by VA. 

It is provided that policies with in- 
come disability benefits may be sepa- 
rately classified for purpose of dividend 
distribution. : 














HAPPY 
NEW YEAR! 





“I’m the life insurance salesman you 
told to see you the first of the year.” 
—Courtesy “The Radiator.” 


Zimmerman to 
High Post in 
New Agency Body 


Navy Captain Returns 
to Life Insurance—Other 
L.LA.M.A. Appointments 


Capt. Charles J. Zimmerman of the 
navy, former president of the National 
Association of Life Underwriters and 
one of the most prominent life insurance 
figures of this generation, is leaving the 
service to become 
director of the in- 
stitutional relations 
division of Life In- 
surance Agency 
Management Asso- 
ciation. This is the 
new organization 
that goes into oper- 
ation Jan. 1, re- 
placing the Asso- 
ciation of Life 
Agency Officers 
and Life Insurance 
Sale Research Bu- 
reau. 

In his new field 
of activity, according to the release, 
Capt. Zimmerman will undertake “to in- 
tegrate and coordinate all activities with- 





J.M. Holcombe, Jr. 





Cc. J. ZIMMERMAN 


in the institution that relate to agency 
management and will seek to bring into 
sharper focus the area of effective field 
management.” 

Capt. Zimmerman addressed _ the 
luncheon meeting this fall opening the 
last annual convention of A.L.A.O. and 
L.I.S.R.B. 

This is to be one of four divisions of 
L.I.A.M.A. The others are, company 
relations, in charge of Lewis W. S. 
Chapman; administrative, under Miss 
Elizabeth ‘C. Stevens and, research, for 
which John Marshall Holcombe, Jr. will 
act as interim director in addition to 
overall direction of L.I.A.M.A., pending 
selection of a new research director. 

Mr. Chapman has been director of 
service for the Research Bureau. He 
graduated from Wesleyan University 
and the business school of the Univer- 
sity of Pennsylvania. He went with the 
bureau in 1930 as a consultant and has 
been a member of the faculty and direc- 

(CONTINUED ON LAST PAGE) 
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‘45 Sales Record Big Achievement 


PUBLIC LAW 15, GUERTIN ISSUE ARE PROBLEMS FOR ’46 


By CLARENCE C. KLOCKSIN 


Legislative Counsel Northwestern 
Mutual Life 


The day of victory and the dawn of 
peace found American life insurance 
striving to achieve 
and sustain the free- 
dom and security of 
the people. 

In waging total 
war, freedom was 
temporarily _ sacri- 
ficed; in the attain- 
ment of peace it 
will ultimately be 
restored. The proc- 
esses of winning in- 
dustrial and eco- 
nomic peace are es- 
sentially slow and 
deliberate. at 
wage-price di- 
“a ah will be resolved in the good old- 
fashioned American way, after which 
will come full peace-time reconversion 
and production. 

Toward the goal of a secure people, 
the nation’s life underwriters delivered 
more than $15 billion $300 million of 
new life insurance during the past year. 
This prodigious volume was three- 
fourths of a billion dollars more than 
the production of the previous year. A 
sincere tribute is due the agency forces 
of the country for this magnificent 
achievement. 


Insurance in Force 


As a result of the year’s operations, 
the aggregate amount of life insurance 
in force, other than National Service 
Life Insurance and fraternal insurance 
increased to the record sum of $155 bil- 
lion. The combined assets of the com- 
panies reached $44 billion $750 million, 
establishing another record, Payments 
to policyholders, beneficiaries and annui- 
tants during the past year approximated 
$2 billion $700 million. In the aggregate, 
the figures and operations of the year 
reflect the magnitude of private life in- 
surance and the beneficence of its service. 

To the impressive coverage placed in 
the life insurance companies should be 
added $8 billion of fraternal and assess- 
ment insurance, and the government’s 
National Service Life Insurance. The 
latter account reached a high of $135 
billion about mid-year, since which time 
it has declined due to the accelerated lap- 
sation. The amount of coverage under 
the social security act is growing and 
the life insurance value of the old age 
and survivors’ insurance benefits has 
reached $67 billion. 

The grand total of private and public 
life insurance in force at the year-end 
was well over $350 billion, a sum so 
great as to stagger the imagination. 


Investment Trends 


While the war was being pressed to a 
successful conclusion, the government fi- 
nanced its heavy borrowings by means 
of war bond drives. Life insurance com- 
panies purchased substantial amounts of 
war bonds during the year and at the 
close held about $20 billion $800 million. 
The government no doubt will recede 
somewhat from the borrowing field, 
having announced that the victory loan 
drive recently ended is the last of these 
“drives.” 

It may be another year before any 
course or trend for investment of life 
insurance funds becomes discernible. 
Many new corporate and other issues 
suitable for investment are anticipated, 
but the manifest need is for a higher 
rate of return than has been obtainable 
in recent years. To some extent the 
trend of interest rates will depend on 
which force is the strongest—the swol- 
len money supply, or the tremendous 
requirements of capital outlays. 

f some quarters of the industry there 
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has been a drift toward the purchase of: 
carefully selected preferred Stocks having 
a higher yield than bonds. Although 
lacking some of the stronger characteris- 
tics of the latter, such preferred stocks 
have a higher yield and compare very 
favorably with medium grade _ bonds 
eligible for purchase by life insurance 
companies. It would seem that pre- 


ferred shares of the strong and well man- 


aged concerns, carefully selected, should 
have a definite place in the portfolios of 
life insurance companies. 


Cost of Life Insurance 


The reduced interest returns of recent 
years have cut heavily into the earnings 
of life insurance companies. Some com- 
panies have decreased the rate of in- 
terest assumed for the calculation of 
net premiums and reserves and the guar- 
anteed rate on settlement options and 
deposit accounts. 

While the decreased earnings have had 
some effect on the net cost of participat- 
ing life insurance, no substantial increase 
in cost has so far become noticeable, due 
perhaps to gradual adjustments in the 
dividend scales. The margin or saving 
from interest is but one of several fac- 
tors in the determination of the divi- 
dend. A considerable number of com- 
panies has announced the continuation 
of their current dividend scales for 1946. 

Notwithstanding war losses on poli- 
cies without a war clause, mortality ex- 


perience has continued on a very favor-’ 


able basis. Upon termination of hostili- 
ties, prompt action was taken by the 


companies to cancel war clauses and re- 
lated restrictions in existing contracts. 

Other factors that enter into the cost 
of life insurance, such as management 
and agency expense and taxes, have been 
fairly steady. Among items of expense 
borne by the average citizen, the life 
insurance premium is one of the few 
that has remained stable during the past 
decade. 

Considerable effort and attention dur- 
ing the past year was centered on the 
problems resulting from the United 
States Supreme Court’s decision in the 
Southeastern Underwriters Association 
case, holding insurance to be interstate 
commerce. 

A special committee of the National 
Association of Insurance Commissioners, 
supported by members of an all-indus- 
try committee, secured the enactment by 
congress last March of public act 15, 
which declared that the business of in- 
surance shall be subject to the laws of 
the several states relating to the regu- 
lation and taxation of such business. 
The act granted the insurance industry 
a moratorium until Jan. 1, 1948, from the 
Sherman and Clayton anti-trust acts, ex- 
cept for boycott and coercion, the Rob- 
inson-Patman act and the federal trade 
commission act, at the end of which time 
the acts in question shall be applicable 
to the business of insurance to the ex- 
tent that such business is not regulated 
by state law. 

The clear intent of Congress in pub- 
lic act 15 was to leave to the several 
states the regulation of the insurance 





Preview of John Hancock Building 








This is an artist's conception of the new home office building of John Hancock 
Mutual Life. Construction of the modern 26-story structure, tallest in Boston, will 


begin immediately. 
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N. 
business. Failure of a state to regulate Ne 
studying existing insurance laws anq 
insurance activities in fields that here. 
tofore have not been considered as re- 
quiring state legislation—anti-trust ac. Li 
tivities and fair trade practices—yjl 
leave such fields open to regulation by R 
the federal government. It is well set- 
tled that once a federal agency enters Y 
upon any phase of regulation, it pre 
empts that field of activity. NE 
Recognizing the difficult task that lay 
ahead, a special committee of the in- | larges 
surance commissioners, headed by Com- | wind 
missioner Harrington of Massachusetts, | new | 
met several times during the year with | ,. it 
the all-industry committee for the pur. | /mt# 
pose of developing and framing legisla- | isura 
tion for submission to the states that | that t 
would meet the requirements of Con- | fimitat 
gress. This is a major task—one of the ste 
most difficult that has confronted the no 
business of insurance in its entire history. earlier 
As a result of the committee’s labors, | grante 
much progress was made in meeting the | mitted 
troublesome problem of rate-making for | table 
the fire and casualty insurance lines. North: 
At the meeting of the insurance com- | Travel 
missioners in Grand Rapids early in De- The 
cember, reports containing specific legis- | fairly « 
lative proposals relating to rates and | having 
rating organizations were submitted by | is, at | 
the commissioners’ special committee. It | $150 1 
was the first time that actual legislative | amoun 
proposals had been presented for con- | ately 
sideration. Although the reports were | compat 
received and adopted, the committee will | million 
hold further meetings in order to con-| $90 m 
sider suggestions made by industry lead- | amoun’ 
ers at Grand Rapids. ately 1 
compar 
State Legislation million 
In view of the Supreme Court’s hold-} "ES ar 
ing that insurance is interstate commerce, } Pamles | 
insurance departments of 29 states spon- | limitati 
sored legislation in 1945 in an effort to In gt 
equalize the tax burdens of domestic and} t exce 
foreign companies or to adjust them s0 formula 
as to be nondiscriminatory. Legislation the con 
to this end was enacted in 21 states. In| for pro 
several jurisdictions where the legislation fer any 
failed to pass, nonresident companies | 4gents 
contended the tax laws discriminated in} War ve 
favor of the local companies and sought | 2 the 
relief in the courts. Such litigation is | Compan 
expected to reach the United States Su formula 
preme Court sometime in 1946, when the | Partmen 
question of whether or not the tax is | Showed 
discriminatory under the commerce Fi eco! 
clause is expected to be clarified. ol 
Fourteen state legislatures enacted the “ihe 
so-called directors’ immunity _ statute, ea pre 
which purports to exempt directors and | USiness 
officers of insurance companies from | Soon aft 
personal liability for payment by a com ; 
pany on account of taxes under the pro- Penn 
visions of any state law in effect at the Philac 
time of making payment. The move was hilac 
regarded as necessary protection for com- P 
pany officials in the event such tax law 886 von 
was subsequently declared invalid and soci 
payment of the tax was questioned i driv war 
representative suits brought by stock dlowed 
holders or policyholders. oar, : 
The legislatures of 16 states established pened S i 
interim committees for the purpose o ply 
making reports and recommendations fof polic he 
legislation to the incoming legislatures, cyno 
all intended to strengthen and fortify the Wi 
regulation of insurance by the states. ins C 
Uniform Insurance Code eae 
At the annual meeting of the Americas Miss., i 
Life Convention, Commissioner J. Mf Columbi: 
McCormack of Tennessee, president of @Ward. 
the National Association of Insuranct Mr. St 
Commissioners, presented for consideraf? trip to 
tion by the states a uniform code #f€ sat \ 
supervisory insurance laws and regulej™any fir 
tions. Commissioner McCormack’s cot] !Nguishe 
covers supervision of the vast insurant {¥Ooten, 
—— in all — a - a rey Sales Mz 
contribution toward the plans for prtja@,: 
serving state regulation. Chicage 
The so-called Guertin bills, embracitg{}],. The Cy 
the standard nonforfeiture and valu*}its annua 
(CONTINUED ON LAST PAGE) [Yacht CI 
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Six Insurers Got 
N.Y. OK fo Exceed 
New Sales Lid 


Largest Number of 
Requests in Recent 
Years Were Made 


NEW YORK-—Six companies, the 
largest number in recent years, will 
wind up the year having written more 
new business than is permitted by the 
limitation formula of the New York 
insurance law. When the companies saw 
that they were likely to run over the 
limitation formula they asked for per- 
mission and after examinations made 
earlier this month the department 
granted all the requests that were sub- 
mitted to it. The companies are: Equi- 
table Society, Mutual Benefit Life, 
Northwestern Mutual Life, Prudential, 
Travelers, and United Benefit Life. 

The formula embodied in the law _is 
fairly complicated but for the companies 
having $600 million in force the limit 
is, at the option of the company, either 
$150 million or 115% of the highest 
amount written in any of the immedi- 
ately preceding calendar years. 
companies in the $300 million to $600 
million bracket the permitted amount is 
$90 million or 125% of the highest 
amount written in any of the immedi- 
ately preceding three years, while for 
companies with $100 million to $300 
million in force the corresponding fig- 
ures are $35 million or 130%. For com- 
panies having less than $100 million the 
limitation is $15 million or 135%. 

In granting the companies permission 
to exceed the new business limitation 
formula the department stipulated that 
the companies put on no special drives 
for production, run no contests, nor of- 
fer any special bonuses and that no new 
agents be taken on except returning 
war veterans. No limits were placed 
on the amount of business which the 
companies could write in excess of the 
formula provided they observed the de- 
partment’s stipulations. Examination 
showed that all the companies were be- 
ing economically operated. It was the 
fear of recurrences of extravagant pro- 
duction expense for the sake of volume 
that prompted the enactment of a new 
business limitation provision in the law 
soon after the Armstrong investigation. 





Penn Mutual Makes Largest 
Philadelphia Bond Purchase 


Penn Mutual Life has subscribed for 
$56,940,000—the largest single war bond 
Purchase in Philadelphia’s industrial 
drive. The subscription was the limit 
allowed on the basis of 6% of the com- 
Pany’s assets and brings holdings in 
government securities to a total of 
$441,590,000—an average of $930 per 


,, | Policyholder. 





Wins Columbian Mutual Award 


J. Ben Stallings, general agent of 
Columbian Mutual Life at Tupelo, 
Miss., is this year’s winner of the 
Columbian Mutual Life quality producer 


i} award. 


Mr. Stallings and his wife were given 


}2 trip to Memphis to attend a banquet. 


He sat with 34 other winners from as 


‘Many firms and was presented the dis- 


tinguished sales award by Jesse D. 
Ooten, president of the Memphis 

Sales Managers Club. 

Chicago Chapter Party Jan. 16 

. The Chicago C.L.U. chapter will hold 


Fits annual party Jan. 16 at the Chicago 


Yacht Club. 


For jig, 


First Reports Issued on 
Blanchard A. & H. Survey 


WASHINGTON, D. C.—Life com- 
panies’ share of the total accident and 
health premium in- 
creased from 47% 
in 1938 to 54% of 
the total in 1942 
while the accident 
and health special- = 
ty companies wrote 
33% of the total in 
1942 compared to 
37% in 1938 and 
the multiple line 
casualty companies 
wrote 12% of the 
1942 volume and 
15% of the 1938 
total, according to 
the first reports of 
the social security board in the survey 
conducted by Prof. Ralph H. Blanchard, 
school of business Columbia University 
and board research consultant. 

Details of percentage distribution of 
accident and health premiums of 233 re- 
sig companies for the two years fol- 
Ow: 





R. H. Blanchard 


% of total % of class 

1942 1938 1942 1938 

Class of carrier 100 100 ‘ee ie 
A. & H. specialists... 33 37 100 100 
eee 6 8 17 21 
Comumercial ¢.....«2- 10 8 30 23 
Monthly prem, ..... 1 1 4 3 
Weekly indus. ...... 1 1 3 2 
Commercial trav. ... 3 5 8 13 
SAO fiere 3 a's wae «wa 2 3 7 8 
Not classified ....... 10 11 31 30 
Multiple-line cas..... 12 15 100 100 
WO arate gic are sf re Sara acer 54 47 100 100 
Group  amly )s. eoci520s 9 4 17 9 
Weekly indus. ...... 7 8 12 17 
Not classified ....... 38 35 71 74 
Reinsurance ........ 1 1 100 100 


There were marked differences in the 
increases in the various classes of busi- 
ness, ranging from 681% for hospitali- 
zation, through 197% for group insur- 


ance, to 26% for commercial and for 
noncancellable insurance. 

Loss ratios by classes of business 
ranged from 34% for the limited busi- 
ness of 61 companies to 75% for the 
group business of 60. 

In the important commercial class of 
business, 25 companies that did one- 
fourth of the business during the 5-year 
period returned 35 cents for each dol- 
lar paid in premiums. At the other end 
of the scale, 18 companies that did one- 
fourth of the business returned 62 cents 
for every dollar paid in. 

In the group class, 42 companies that 
did one-fourth of the business paid out 
66 cents for every dollar paid in pre- 
miums; seven companies returned 67 
cents; three companies returned 29 cents, 
and eight companies returned 80 cents. 

Net accident and health premiums of 
the 233 companies which cooperated in 
the survey increased from $183,702,046 
in 1938 to $326,623,227 in 1942 (a 78% 
gain), $381,198,796 in 1943 and $458,- 
790,506 in 1944 (a 150% gain over 1938). 
The reporting companies represented 
60% of the 390 companies writing ac- 
cident and health and 90% of the total 
premium volume. Adjusting the $458 
million total in 1944 to 100% the total 
for all companies is closely in line with 
the $525 million estimate of the Health 
& Accident Underwriters Conference, it 
is pointed out. 


Life Companies Gain 


The largest percentage of gain in the 
five year period was experienced by the 
life companies writing group with a 
293% increase, while weekly industrial 
written by the specialty companies came 
second with 185% and the specialty 
companies’ commercial is third. with a 

(CONTINUED ON PAGE 22) 
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$20,000 to $33,201 


The insured in this case, a Pennsylvania oil man, evidently 
believed in finishing up the premium paying days as rapidly 
as possible. So what he bought back in 1898 was a Ten Pay- 
ment Life of $20,000. By 1908 the policy was full paid. 


Thereafter he paid no more premiums, but as since the 
beginning of the policy, so after the full-paid date the divi- 
dends kept purchasing additional insurance. 


The consequence was that instead of paying off the face 
amount of $20,000, the policy eventually, in 1945 ‘when he 
died at age 68, paid to his beneficiaries $33,201. The total of 
premiums he had paid between 1898 and 1908 was $8,156. 


Thus the amount of additional insurance obtained by storing 

‘up the dividend account, $13,201, amounted to $5,045 more 

than he had paid in, and the beneficiaries received that $18,201 
in addition to the original claim of $20,000. 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


A. 
JOHN A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Optimistic Forecast 
Presented by 
Stephen Foster 


Prosperity Possible 
with Only Reasonable 
Intelligence and Restraint 


If the country exercises only reason- 
able intelligence, with pressure groups 
exercising only reasonable moderation in 
their conflicting demands, good busi- 
ness and prosperity should lie ahead for 
a considerable period of time, Stephen 
M. Foster, economic adviser of New 
York Life, predicted in a review of 1945 
economic developments. 

The defeat of Germany and Japan 
brought the turning point the country 





STEPHEN M. FOSTER 


had so long awaited, Mr. Foster pointed 
out. “The great economic question was, 
were we in for a post-war boom and in- 
flation as predicted by one school of 
thought, or was the curtailment of gov- 
ernment spending to bring about a seri- 
ous depression as predicted by another 
school.” Mr. Foster believes that neither 
of these two extremes is a likely con- 
tingency. “I had felt, and I still feel, 
that if a civilian buying spree develops, 
its effects should be tempered by the 
tremendous reserves of productive ca- 
pacity that are being released by a reduc- . 
tion in the government’s war effort. ‘Or, 
if the government’s withdrawal as cus- 
tomer for half of the nation’s output 
should be so rapid as to constitute a 
strong deflationary force, the civilian 
population has ample reserves of pur- 
chasing power, coupled with vast un- 
filled needs, with which to take up at 
least some of the slack.” 


Good Progress Made 


“After the collapse of Japan, good 
progress was made in the elimination of 
some government controls; a first step 
was taken towards a return to a peace- 
time tax system. We enjoyed an abun- 
dance of money available for invest- 
ment; individuals throughout the coun- 
try possessed tremendous amounts of 
liquid funds apparently available for 
spending; there existed an unprecedented 
demand for many of the things whose 
production had been curtailed during 
wartime, factories and their equipment, 
automobiles and clothes, to mention only 
a few, and of course the shortage of resi- 
dential buildings was so great as to sug- 

(CONTINUED ON PAGE 10) 
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NSLI Beneficiary Issue 
Is Won by Government 

Cases involving the question of 
whether designated beneficiaries fall 


within the permissible class for National 
Service Life Insurance are being de- 
cided these days The most recent is 
Niewiadomski vs. U. S., the western 
Michigan federal court finding against 
the beneficiary. 

Wayne S. Andrews had $3,000 NSLI 
with Rebecca Niewiadomski, his cousin, 
as beneficiary. Her relationship to him 
he described as “loco parentis.” He 
acted without fraud or concealment. He 
was 39 and the beneficiary was but a 
few months older. 

An orphan Andrews lived with an 
uncle until he was 26 years old. He 
then went to live in the home of Re- 
becca Niewiadomski and her husband 
at Grand Rapids. She looked upon An- 


drews as her brother, but she did not 
at any time intend to place herself in 
the relationship of a lawful mother or 
to assume a parental character toward 
him or to discharge parental duties for 
him. He paid board. She and her hus- 
band paid his funeral expenses. 

The court decided she did not stand 
in loco parentis and the government 1s 
not estopped to deny that she is entitled 
to recover. : 

There is no authority, the court said, 
to support the claim that veterans ad- 
ministration owed a duty to Andrews 
to investigate and verify the stated re- 
lationship, and furthermore the govern- 
ment is not bound by any neglect of 
duty on the part of officers or employes. 


George W. Schoeffel, superintendent 
of agencies of Oregon Mutual Life, has 
been installed as new president of the 
Sales Managers Association of Portland, 
Ore. 





D. L. MYRICK 


LAKE CHARLES, LA. 


President of our 
President's Club 


Mr. Myrick is the 1946 
President of the Presi- 
dent's Club. In qualifying 
as the top producer of all 
Great Southerners, he 
sold and delivered $1,- 
516,602.00 of personal 
life insurance in a twelve- 
month period. This is not 
only a record volume for 
our Company, but it also 
gained for Mr. Myrick 
membership in the Million 
Dollar Round Table for 


the third successive year. 


GREAT SOUTHERN LIFE 






He has now earned life 
membership in this select 


group of leaders in life 
underwriting. 


Mr. Myrick's achievement 
is indicative of the oppor- 
tunities awaiting sincere, 
determined men and wo- 
men as representatives of 
the Company in our terri- 
tory, the great and pros- 
perous Southwest states 
of Texas, Louisiana, Okla- 
homa and New Mexico. 


INSURANCE COMPANY 


HOME OFFICE — HOUSTON, TEXAS 





AT LIFE ASSOCIATION OF AMERICA GATHERING IN NEW YORK: 

Top Row—J. L. Loomis, chairman Connecticut Mutual Life; L. F. Lee, president 
Occidental Life of N. C. and Peninsular Life; H. M. Cathles, assistant secretary; 
R. A. Burke, secretary, and J. Howard Oden, first vice-president of North American 
Reassurance, and J. C. Higdon, president Business Men’s Assurance. 

Bottom—W. T. Grant, chairman Business Men's Assurance, and his son William 
of the naval air force; R. L. Hogg, manager and general cousel American Life 
Convention; W. J. Mahoney, chairman New York state senate insurance commit- 
tee, and Harry Cole Bates, general counsel Metropolitan Life. 








Handbook for Associations 
of General Agents and 
Managers Prepared 


designed to help local general agents 
and managers associations better to co- 
ordinate and integrate their programs 
has been prepared by the administration 
committee of the general agents and 
managers section of the National Asso- 
ciation of Life Underwriters. Hugh S. 
Bell, Equitable Life of Iowa, Seattle is 
section chairman. 

The committee which handled the pro- 
ject includes W. J. Stoessel, National 
Life of Vermont, Los Angeles, chair- 
man; W. H. Niemann, Bankers Life of 
Iowa, Des Moines; Steacy E. Webster, 
Provident Mutual, Pittsburgh and J. D. 
Willcox, Mutual Life of New York, 
Birmingham. 

The handbook will serve as a guide 
and stimulation to building more effec- 
tive plans and as a functions and activi- 
ties blueprint for the 80 general agents 
and managers associations and for the 
many new organizations in process of 
development. 

The handbook is divided into 10 chap- 
ters. It analyzes the logical scope of 
activities and makes concrete suggestions 
for their promotion and development. A 
chapter is devoted to planning programs 
for meetings with specific promotion 
ideas. Other chapters cover stimulation 
of membership activity with suggestions 
for organized development and growth, 
promoting and maintaining ethical prac- 
tices, cooperative plans for helping local 
life underwriters associations, sugges- 
tions for special projects, surveys and re- 
search on problems of management, 
public relations, awards presented by 
the “Manager’s Magazine” annually for 
outstanding programs developed by lo- 
cal associations, and an overall‘ picture 
of what policy local associations may 
usefully pursue in encouraging correc- 
tive and constructive legislation in the 
interest of policyholders. 

Copies of the handbook have been sup- 
plied to the presidents of all local and 
state general agents and managers as- 
sociations with the recommendation that 
it be made the basis of at least two earl 
meetings of each group, where eac 
of the chapters be given thorough study 
and discussion. 





» For full data on life companies, con- 
racts, costs or values, get the Unique 
| Manual-Digest. $6 from National. Under- 





F-writer. 


A “Managers’ Association Handbook” | 


Two Young Men Return 
to News Department 


of National Underwriter 


Two young men who were formerly 
connected with the news department of 
Tue NATIONAL UNDERWRITER at Chicago 
are rejoining the staff after their release 
from war service. They are Richard J. 
Thain, Jr., of Evanston, Ill., and John 
C. Burridge. 

Mr. Thain attended Northwestern 
University and joined THE NATIONAL 
UNDERWRITER aS a reporter, serving 3 
year and a half. He then became a re- 
porter for the Chicago “Sun” but was 
inducted into the army air service after 
six months with that publication. He 
served at Scott Field in Illinois, Hunter 
Field in Georgia, Miami Beach Field 
and more recently has been at Chico Ai 
Field, Chico, Cal. In all these places 
he edited the weekly air force papers 
so that his business life has been cot 
tinuously in newspaper work. 

His father is Richard J. Thain, Sr, 
who is head of the advertising and sales 
promotion department of Butler Broth 
ers, Chicago. He was formerly on the 
staff of the Chicago “Daily News.” | 

John Burridge was attending the Unt 
versity of Chicago when he went into 
service. He joined the infantry and 
when released was a_ sergeant. He 
served in North Africa and later in Italy. 
His father is Howard J. Burridge of Ci 
cinnati, president of The National Ur 
derwriter Company. John worked i 
the news department during some of his 
vacations. 

John Burridge will be married Jan 
18 to Miss Barbara Mann of Hinsdale, 
Ill., daughter of Mr. and Mrs. Hermat 
F. Mann, 


New Baltimore-Washington 
‘Phone Book Now Available 


The National Underwriter Compati 
is distributing its annual Ba 
more-Washington Insurance Telephon 
Directory listing the telephone num 
bers of agencies, companies, adjust 
ers and other offices having close tié 
with insurance, fire, life and casualty ! 
those two cities. This is one of sud 
directories published by THe NATIon# 
UnpberwritTer for Boston, Chicago, D 
las-Houston, Detroit, Philadelphia af 
Pittsburgh. 

Extra copies of the directory may } 
obtained either from the Cincinnati 0 
fice, 420 East Fourth street, or the Phil 
delphia office, 123 South Broad street, 4 


$1 per copy. 
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ANOTHER VALUABLE SALES TOOL 
ADDED TO THE STATE MUTUAL KIT 


“The Unexpected Does Happen in Business” 


Business insurance is a fertile field. The 


1945 








market is large because even the tiniest one- 





man business is a prospect. 


ident ‘ 

tary'i 

rican 

liam State Mutual’s unique book ‘‘The Unex- 
| Life 

amit 


pected Does Happen in Business,” gets the 
story of business insurance across in a simple 


and most effective manner. The book, printed 


“2 in two colors, beautifully illustrated, hard 
slease 

vd cover bound, and attractively boxed, contains 
or four short stories told in conversational style 
“wa illustrating actual examples of business life 
we insurance in action. 

o Ait 


This high-powered State Mutual sales tool 
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NEW YORK MANAGERS HOLD GRIDIRON DINNER: : 

C. O. Fischer, vice-president Massachusetts Mutual Life; W. E. Jones, executive 
secretary N.A.L.U. and editor “Life Association News”; A. J. Johannsen, general 
agent Northwestern Mutual, |New York City. and co-author of the gridiron show. 
and chairman of the dinner committee; Donald F. Barnes, director of veterans’ 





affairs, N.A.L.U.; Jul B. Baumann, general agent Pacific Mutual, Houston, and sec. 
retary N.A.L.U.; John Marshall Holcombe, Jr., manager Sales Research Bureau; R, J, 
Newhouse, Newhouse & Sayre; H. W. Manning, vice-president and managing d. 
rector of Great-West Life, and H. E. Sayre of Newhouse & Sayre, which represents 


Great-West on the Pacific Coast. 





Mutual Trust Life Contest 
Breaks All Records 


All producers week, an annual sales 
event in, December with Mutual Trust 
Life this year broke all past records. 
The volume produced by the field force 
in one week exceeded $14 million. 

The contest is one in which the com- 


pany demonstrates the united strength 
of its agents by asking each man to 
write at least one “app” during that par- 
ticular week. 

Awards are given to 100% agencies 
and to three star producers (“3, apps”) 
and six star men. High man and winner 
of the title of Mr. All Star Producer was 
Ratus L. Kelly of Westfield, N. J., who 
wrote 31 apps for a total of $157,487. 








both youth and old age. 


prise. 


life. 


LIFE 


LOUISVILLE -« 


COMMONWEALTH 


Commentary 


A SOCIAL ENGINEER 


Do you, Mr. Underwriter, think of yourself as some- 
thing more than just a salesman, as more than a pro- 
ducer of an economic commodity? 
think of yourself as social engineer, performing a 
highly desirable and essential social service? 


Your activity results in a tremendous service to so- 
ciety at large and to the individual family, by the pro- 
motion of thrift and financial foresight. 
To the aged, you assure com- 
fort upon retirement, while to youth you offer education, 
the fulfillment of ambitions, the accumulation of cash 
for a start in life’s business. 
alleviating the problems of private and public charity. 
You serve your country in providing a stabilizing, anti- 
inflationary economic force by pooling the savings of 
millions for use in governmental and individual enter- 


All of these functions, Mr. Underwriter, certify you 
as a social engineer, enabling you, your company and 
your industry to help maintain the democratic way of 


Insurance in Force, Nov. 30, 1945—$262,127,081 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 





How often do you 


You serve 


You serve society by 

































Girard Life Agents Meet 
in New York Jan. 3-5 


Plans for taking advantage of the life 
insurance opportunity in 1946 will be 
discussed by field men, officers and ‘di- 
rectors when Girard Life agents meet 
for their first postwar business confer- 
ence in New York Jan 3-5. There will 
be a luncheon the first day opened by 
George A. Adsit, executive vice-presi- 
dent. 

The Girard Life Agency Association 
will play an important part in the con- 
ference, and its president, General Wal- 
ter E. Watt of Cleveland, will preside 
Friday afternoon. 


Sophia Bliven Supervisor 
for Grosten Agency 


Sophia Bliven has been appointed su- 
pervisor of the Grosten agency of Man- 
hattan Life in Los Angeles. 

For many years Miss Bliven was su- 
pervisor of the home office agency of 
Penn Mutual. She built a women’s unit 
which had two quarter million dollar 
producers. In 1942 she became associ- 
ated with Pan-American Life, opening 
a woman’s agency in Cleveland. She 
later joined California-Western States 
Life as unit manager of the women’s 
division, central agency, Los Angeles. 





Beck in Sales Training Work 
with Continental Assurance 


Robert B. Beck has resigned from the 
Hughes agency of Massachusetts Mu- 
tual Life in Chicago to go with Conti- 
nental Assurance at the home office in 
sales training and development work. He 
becomes associated there with Charles 
T. Cravens, superintendent of business: 
development. 





Honor W. M. Duff on 
50th Anniversary 





Nearly 200 friends, associates and 
policyholders, as well as Commissioner 
Neel, honored Wil- 
liam M. Duff on 
his 50th annivers- 
ary with Equitable 
Society at a lunch- 
eon in Pittsburgh 
recently. 

Highlights of Mr. 
Duff's career were 
reviewed by the 
commissioner and 
Robert L. Feldman, 
manager of the Un- 





ion Mutual, who 
presided. 
Mr. Duff joined 
the Edward A. WwW. M. Duff 


Woods agency as a clerk in 1895 at the 
age of 17. He functioned in various 
positions until 1927 when he became 
manager on the death of Mr. Wood. The 
agency was liquidated in 1942 and Mr. 
Duff today is manager of his own 


7 agency for Equitable. 








Army Draws on 
Actuaries to Aid 


Recruiting Drive 


WASHINGTON—The War Depart- 
ment has set up a retirement and insur- 
ance section, headed by Maj. Edward A 
Lew, assistant actuary of Metropolitan 
Life, which is working on pension, re- 
tirement, annuity and actuarial problems 
of interest to the army. 

A staff has been assembled by trans- 
ferring to this section a number of insur- 
ance men in the army, and others, and by 
absorbing some civilians. This staff in- 
cludes actuarial specialists and some 
agents. The idea has been, according to 
report, to bring to the study of problems 
concerned with army recruiting, retire- 
ment, etc., knowledge such as actuaries 
should have. 

Metropolitan Life has been drawn 
upon considerably for personnel, it is re- 
ported. Capt. Sam H. Huffman of Met- 
ropolitan has been assigned to the sec- 
tion. : 

Col. H. H. Wilson has brought to the 
job, it is said, the salesman’s viewpoint. 
He is a New York general agent oi 
Equitable Society, transferred some time 
ago from chief of the War Department 
National Service Life section. 


Work on Retirement Plans 


Besides immediate problems, it is said 
the army is working on plans for liberal- 
izing officers’ retirement, which may re- 
quire legislation. According to actuarial 
authorities, the army has always oper- 
ated on the basis of protective old-age 
pensions or retirement. It and the navy 
are said to compete with each other to 
see which can offer the most attractive 
pension and retirement package. 

In developing its work, it is under 
stood, the army’s retirement and insut- 
ance section has obtained information 
and advice from specialists in the field ot 
pensions and annuities connected with 
the social security board and other gov- 
ernment agencies, also from’ commercial 
insurance interests. 

To show the effect of the War De 
partment work upon the army recruiting 
program, a recent recruiting advertise 
ment is cited. It suggests that the army 
offers one of the best retirement plans 
obtainable anywhere, because a young 
man enlisting at less than 20 years 0! 





age can retire on half pay for life, still 
under 40. The “ad” indicates that such 
a retirement privilege would ordinarily 
cost the insured $85 per month, whereas 
it costs the army recruit nothing. 

















Savings Banks Advance Rapp 


Walter E. Rapp, field secretary N. 3 
Savings Bank Life Insurance Counc 
has become assistant general manag 
of the Savings Bank Life Insuran¢ 
Fund. Mr. Rapp has been in Buffall 
since June 18 acting as manager ail 
supervising training of the life insu! 
ance department of the Buffalo Saving 
Bank. 
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Skill from School 


Today the life insurance salesmen with highest 
earnings are professional type salesmen... students, 
alert thinkers, men who have opened books to learn 
more of the facts which close sales. 

Developed skill develops earning power, so we 
established the A®tna Home Office Life Insurance 
School...a professional school...where good men 
are given the scope, range, and information which 
makes them better salesmen. In five int€nsive weeks, 
students get compact, condensed, comprehensive in- 
surance training...learn practical, applicable, field- 
tested techniques which coordinate, strengthen, and 
increase the efficiency of their presentations. 

The Aftna career course is rugged, fast-paced, 
thorough. Instructors (successful salesmen) talk straight 
from the shoulder, invite discussion and lead classroom 
demonstrations. The curriculum includes every vital 
phase of the business: examples—accident insurance, 


group insurance, business insurance, taxation, policy 


ATNA LIFE INSURANCE CO. 
HARTFORD, CONNECTICUT 


analysis, trust company cooperation, prestige building, 
prospecting, client building. . . all of which mean larger 


policies in larger number. 


THE graduate salesman is ready at once to apply 
what he has learned... on live prospects in his own 
community ... with enthusiasm, confidence, based on 
complete mastery of an exacting field. As one agent 
said, “I got five years of sales savvy in five weeks.” 
And the success of the School is shown in A®tna’s 
Life Leaders List ...a substantial portion of whom 
are graduates. 

Professional prestige helps to explain why A®tna 
salesmen today sell more and larger policies. 

The Aétna Home. Office Life Insurance School is 
open to present Attna salesmen, and able men who 
wish to make insurance their career. Let the nearest 
Etna Life General Agent tell you more about its 


profit possibilities! 


AFFILIATED COMPANIES: 

The £tna Casualty & Surety Company 
The Automobile Insurance Company 
The Standard Fire Insurance Company 
of Hartford, Connecticut 
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Bradley Retires; 
Herman Secretary © 
of Metropolitan 


James R. Herman has been appointed 
secretary of Metropolitan Life succeed- 
ing James P. Bradley, who retires as 
secretary after more than 50 years of 
service. 


Bucknell Graduate 


Mr. Herman was born in Edwards- 
ville, Pa., in 1898. He graduated summa 
cum laude from Bucknell University 
and taught mathematics for one year in 
the high school at Ridgewood, N. J., be- 
fore joining Metropolitan in 1920 to do 
research in the actuarial division. He 
was advanced through the various 
grades to become section head and then 
supervisor. In 1927, Mr. Herman was 
appointed assistant actuary and in 1939, 
was named associate actuary. 

In the first war Mr Herman served. as 
a second lieutenant in the coast artillery. 
He is a fellow of both the Actuarial So- 
ciety of America and American Institute 
of Actuaries, and is chairman of the 
joint educational committee. 


» Westcott, Flint, 


Employes to Be Offered 
Part of New B. M. A. Stock 


The increase in the capital of Busi- 
ness Men’s Assurance from $1,000,000 
to $2,000,000 will be effected by transfer 
of $900,000 from surplus account to the 
capital account, and by the sale of 1,000 
shares of $100 par value. The new 
stock is to be made available only 
to company employes based on length 
of service, position of responsibility, etc. 

The capital increase was recommended 
because of the continued substantial in- 
crease in the volume of business. On 
Nov. 30, ledger assets stood at $47,045,- 
608, an increase of $5,469,183 since 
Jan. 1. For the first 11 months, total 
income was $14,671,904, an increase 0 
15.8%. Life insurance in force was 
$221,425,168, an increase of $23,392,146 
since Jan. 1. The regular annual meet- 
ing will be held on Jan. 24. 


Alliance Life—Four of the five high 
scoring agents in the fall campaign were 
from Michigan. They are F. S. Brainerd, 
General Agent J. B. Dexter and D. J. 
Patterson of Battle Creek, and C.. W. 
who won fourth place. 
General Agent C. D. Grant of Tulsa won 
the fifth award in the two month con- 
test. O. J. Warneke, general agent at 
Sumner, Ia., qualified for the President’s 
Club. Total writings in the contest were 
63% ahead of the volume in the 1944 
campaign. 











LATEST REPORT on 
THE RESULTS of Our 


BUILDERS-OF-MEN PLAN 


NOVEMBER CLASS 


29 new agents. 
Average age, 31. 


HOME OFFICE SCHOOL 


Education, above average. 
(11 University graduates.) 


SERVICE MEN, 11. 


All but 2 were new to the business. 


WE WELCOME this fine group of new recruits to our 
organization, which already has made an outstanding 


record in new production and gain in force for the year 


1945. 


WATCH FOR THE REPORTS AT THE CLOSE OF THE YEAR 


GUARANTEE MUTUAL LIFE COMPANY 


Omaha, Nebraska 


A. B. Olson 
Vice President 





Commerce Issue in 
California Appeal to 
U. S. Supreme Court 


WASHINGTON—F. O. Robertson, 
agent of First National Benefit of Ari- 
zona, has filed his brief with the U. S. 
Supreme Court in his appeal from the 
California supreme court’s decision that 
he had violated the state license laws. 

Main points of his argument, as sum- 
marized in his brief, are: 

1. A local statute which discrimi- 
nates, either by way or regulation or 
taxation, between local companies and 
those engaged in interstate commerce 
is void. California law which will ad- 
mit only those insurers whose book- 
keeping system is on the legal reserve 
basis to that state and is at the same 
time allowing a group of insurers in 
that state to operate on the non-legal- 
reserve basis is void as applied to trans- 
actions in interstate commerce. 

2. Where the subjects on which the 
power to legislate may be exercised are 
local in their nature or operation or 
constitute mere aids to commerce, the 
authority of the state may be exerted 
by it through its laws until Congress 
or an act of Congress supersedes it, but 
where the act purports to reach out 
across state lines and regulate busi- 
ness transacted in other states, it vio- 
lates the commerce clause of the United 
States constitution. 

3. The law of California cannot re- 
quire a party engaged in interstate 
commerce to obtain its permission by 
way of license to complete an inter- 
state with one of its citizens. 

4. The laws of California as applied 
to the acts for which the appellant was 
tried and convicted are unconstitutional 
in that they constitute an undue burden 
upon and an interference with inter- 
state commerce, and in that they pro- 
hibit interstate commerce. 

5. The acts for which appellant was 
convicted, of aiding a non-admitted in- 
surer and of transacting business in 
California, as set out by the superior 
court in its opinion, do not constitute 
doing business in California. 

6. The only exception to the prohibi- 
tion against assisting in any interstate 
insurance transaction in California is 
the unconstitutional and discriminatory 
surplus line brokers law, under which 
anyone who endeavors to assist in a 
transaction in interstate commerce must 
obtain a license, pay a discriminatory 
3% tax, must not write the business 
in a non-admitted insurer unless there 
is no admitted insurer in which the 
business can be written, and he must 
not write it for less premium than it 
would be written by any company ad- 
mitted to California. 

7. Congress cannot amend the con- 
stitution and it has not intended by 
bany enactment to extend state regula- 
tion of insurance beyond the regulations 
permissible under the commerce clause 
of the constitution. The dividing line 
between state and federal power is fixed 
by the constitution. Congress could not 
give the states any more power to regu- 
late interstate commerce than they al- 
ready have. 


—_——_ 


Hold N. W. Mutual Eastern 
Rally in N. Y. Jan. 4-5 


_A sound, constructive program, to 
give life men a new insight into the 
ideas and sales techniques that are 
proving effective in today’s market, has 
been prepared for the annual meeting 
of agents of Northwestern Mutual Life 
in the New England, middle and south 
Atlantic states at the Waldorf-Astoria, 
New York City, Jan. 4-5. This east- 
ern regional meeting was abandoned in 
1942 because of war conditions. 

Henry M. Files, general agent at 
Syracuse, program chairman, will pre- 
side at the opening session Jan. 4. Fol- 
lowing a talk on “What’s Wrong With 





Sameatial WHAT’S AHEAD? WE 


This Business?” by Ernest H. Earley 
New York City, President M. 1 
Clearv will talk on “The Company,” 
reporting the progress and plans of 
Northwestern Mutual. 

Chairman Friday afternoon will be 
Deal Tompkins, Charleston, W. Ya, 
Speakers will be Wilbur Pratt, Hart. 
ford, on “Preparing the Prospect for 
the Interview,” J. Robert Guy, Mal- 
colm Drane, New York City, and L, J, 
Evans, assistant director of agencies, 
discussing “Planned Incomes.” Albert 
R. Hahn, Philadelphia, will talk on “The 
Veteran Refreshed.” Gerald M. Swan. 
strom, general counsel, will be toast- 
master at the dinner-dance Friday eve- 
ning. 

Leonard Mordecai, Boston, will be 
chairman Saturday morning. J. P. Mc. 
Donald, agency secretary, will speak 
on “How to Retire on Tax Free Dol- 
lars’; E. T. Proctor, Nashville general 
agent, on “The Business Man Plays It 
Safe’; Ben Redfield, Boston, “Intro. 
ducing the Expert to the Pension Trust 
Prospect”; Arnold Belais and Ernest 
Hickok, New York will present a prac- 
tical sales demonstration, and D. B, 
Fluegelman will discuss “Special Op- 
portunities in Today’s Market.” Grant 
L. Hill, director of agencies, will give 
the closing talk with “Come On—1946”, 
following the luncheon, with Aaron 


Finkbiner, Philadelphia, as toastmaster, 





THINK THE BEST YEAR 
LIFE INSURANCE HAS EVER 
HAD IS AHEAD—AND MAKE 
THIS STATEMENT DESPITE 
THE RECORD OF 1945. 


* * * 


THE PRESTIGE OF LIFE 
INSURANCE AND OF THE 
UNDERWRITER was never 
higher. The unselfish war bond 
effort which placed him before 
the public in a new light is now 
bringing home a due reward. 


A THINNED-DOWN 
AGENCY FORCE OF capa- 
ble, well-paid salesmen is doing 
a better job of selling and of 
service. Program selling has 
lifted the buying-sights of the 
prospect and the selling-sights 
of the underwriter. 


EVERY INCREASE IN THE 
COST OF LIVING makes ad- 


ditional insurance imperative. 


THE BUSINESS MAN IS 
ACCEPTING business life in- 
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surance as a “must” in the same 
way he has long accepted per- 
sonal insurance as a “must.” 


* * * 


CERTAINLY WHEREVER 
ONE LOOKS THE LIGHTS 
ARE GREEN — AND 1946 
SHOULD BE ONE OF THE 
TRULY GREAT YEARS OF 
LIFE INSURANCE — GREAT 
IN SALES AND IN SERVICE. 


PAUL SPEICHER 
Managing Editor 
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Mark Sullivan Calls 
Saver the Forgotten Man 


NEW YORK—The suggestion that 
life companies, because of the loss that 
inflation would cause their policyholders 
and beneficiaries, should “make them- 
selves heard more than they do” in 
fighting inflation was advanced by Mark 
Sullivan, well known Washington corre- 
spondent in a recent article. 

Mr. Sullivan contrasts the “immense, 
dynamic and highly organized drive for 
higher wages” with the silence “from and 
about those who have savings.” Despite 
the greatly increased cost of goods, “on 
behalf of the saver is no drive and no or- 


ganization, hardly even an_ isolated 
voice,’ he points out. In the official 
Washington conference to deal with 


wage demands, the saver has no ome to 
fight for his interest in the way that the 
labor representatives fight for higher 
wages, he emphasizes, terming the saver 
the silent and forgotten man. . 

Speculating on the weight that the 
savers would have if they were organ- 
ized with even half the thoroughness of 
labor and management, Mr. Sullivan 
mentions that their numbers, in overlap- 
ping groups, include almost the whole 
of the people, with life insurance policy- 
holders and beneficiaries accounting for 
about half the population. 





Brock Resigns Union 
Central San Francisco Post 


William H. Brock, general agent of 
Union Central Life in San Francisco 
for several years, has resigned to enter 
the agency business on his own in 
Bakersfield, Cal. Mr. Brock is a past 
president of the San Francisco Life 
Underwriters Association. He started 
in the business with Aetna Life in San 
Francisco and was a_ successful per- 
sonal producer from the outset. He 
has developed a strong Union Central 
agency, with marked progress in vol- 
ume and insurance in force. 

It is understood that Don E. Munro, 
assistant to Mr. Brock and himself a 
successful producer, will succeed him 
about Feb. 1. 





Discuss Selection of Agents 


An open forum on “Selection of 
Agents” was held by the Oklahoma 
General Agents & Managers club. The 
discussion was led by Malcolm White, 
Pacific Mutual; James P. Blake, Lin- 
con National; Kenneth L. Aldrich, 
Guardian Life, and Edward E. Waller, 
Mutual Life. 


Branch Office in Chattanooga 


Reliance Life has established a de- 
partmental branch in Chattanooga, 
Tenn. John Gilbreath is general agent 
and King Fritts, district manager. 


Raise Lincoln National Salaries 


All full-time home office employes 
of Lincoln National Life, whose base 
Pay is $300 or less per month, will re- 
ceive an increase of $15 in monthly sal- 
ary Jan. 1. 








Small Supervisor for Reinis 


Arthur Small, recently discharged 
after nearly four years’ navy service, 
as been appointed brokerage super- 
visor by the Reinis agency of Manhat- 
tan Life in Brooklyn. He was an 
agent and district manager prior to 
Volunteering for navy duty two days 
after Pear] Harbor. Mr. Small started 
IM insurance with the Wilkes-Barre, 
a, office of Massachusetts Mutual in 


#1934. In 1938 he became district man- 


H ager, 





ct| 








_ Northeast Pennsylvania, _ for 
hoenix Mutual, and held that position 


# until Pearl Harbor. 


Wolff Back with Robbins Agency 


Al Wolff has been discharged from 
the army and has rejoined the Robbins 
agency of Manhattan Life in New York 





as brokerage supervisor. He was asso- 
ciated with the agency for 4% years in 
the same capacity before going to war 
and previously was an agent of Equitable 
Society. He has been in the insurance 
field for 12 years. 





Koenig Assistant Controller 


Ted H. Koenig, who recently com- 
pleted 42 months service in the army, 
has returned to the home ‘offices of 
Jefferson Standard Life as assistant 
controller. He has been associated with 


the accounting department since 1924. 

He served as staff officer at headquar- 
ters of the Eighth air force in England 
and was discharged recently with the 
rank of lieutenant colonel. 


W. H. F. Moellering, 82, former 
president of Lutheran Mutual Life, died 
in Fort Wayne, Ind. 

O. T. Cropper, Topeka general agent 
for Aetna Life, has gone west in the 
interest of his health. 

Commder Leonard R. Woods of the 
St. Louis agency of Massachusetts Mu- 





tual Life, recently returned from naval 
service, has been elected president of 
the St. Louis chapter of the Sons of the 
American Revolution. 


Haywood Vincent, son of Ronald 
Vincent, San Antonio, Tex., manager 
of Travelers, was married in New York 
City to Miss Teresa Gusurst. 


Alexander H. Phillips, 44, a Metro- 
politan Life agent in Saginaw, Mich., 
for 19 years and president last year of 
the Saginaw Association of Life Under- 
writers, died at his home there. 





the veteran 


and his life 


THE VETERAN is entitled to 
sound advice on life insurance mat- 
ters, especially on all the benefits in 
connection with his National Service 
Life Insurance and the advantages of 


keeping that life insurance in force. 


ka 





INnSUrFaGNCEe... 





The National Association of Life Underwriters is to be con- 


gratulated on working out a program for Seminars to be held in 500 


cities . . . designed to prepare Field Underwriters for answering 


questions the veterans and members of their families may ask re- 


garding their service protection and problems on regular civilian life 


insurance. 


These Seminars will also give a working knowledge of many 


other problems of veterans, sufficient to warrant immediate guid- 


ance to the qualified experts or ehannels for proper handling. 


HOME LIFE INSURANCE 


ETHELBERT IDE LOW 


Chairman of the Board 





256 BROADWAY, NEW YORK 


WILLIAM P. WORTHINGTON 


Vice President and Superintendent of Agencies 


COMPANY 


JAMES A. FULTON 


President 
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EXTRA MAN 
IN YOUR 
ORGANIZATION 


Brokers find Connecticut General 





service practical because it is ren- 

dered by men who know brokers’ 

and clients’ problems, by men who have at their finger- 
tips the broad facilities of the Connecticut General 
organization for’ handling all forms of Personal insur- 
ance, Group insurance, Business insurance and Pension 
Plans. There is added value in the availability of 


Connecticut General’s Advisory Bureau for technical 


consultation. 


A Connecticut General brokerage specialist is ready to 
be the EXTRA man in your organization. Call him at 


your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT AND 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 

















WARREN UNEQUALLED 
are REINSURANCE 

called Ohio's fastest growing city — well SERVICE 
planned and located in a setting of natural fi 
beauty. Site of important industries. You _ 

: ‘ é Substandard 
could grow rapidly with an Alliance Life Accident 
agency there. Disability 








R. E. Button, Reinsurance Secretary 


Alliance & Life 


Insurance Company 
Executive office: 750 N. MICHIGAN AVENUE 
CHICAGO 11, ILLINOIS 


B. T. Kamins, Agency Vice-President 


























AT NEW YORK MANAGERS’ GRIDIRON DINNER: 

Shepard Homans, general agent Equitable Society New York City: George | 
Cochran, former president of Pacific Mutual Life: W. J. Graham, vice-presidenj 
Equitable Society; G. W. Smith, president of New England Mutual and of the Life 
Insurance Association of America, and C. Preston Dawson and Isadore Freid, 
New England Mutual general agents in New York City. 





Optimistic Forecast Is Presented 


(CONTINUED FROM PAGE 3) 





gest the possibility of many years of 
capacity operation in the building indus- 
try. Finally, and this is a point which 
would seem to offset whatever inflation- 
ary pressures may be inherent in the 
various considerations just mentioned, 
we had a demonstrated productive ca- 
pacity able, under war-boom conditions, 
to produce something like a two-thirds 
greater volume of goods and _ services 
than the country had ever consumed in 
peacetime. If, then, management and 
labor could only work together so that 
our new capacities, new products and 
new techniques could be applied to the 
production of the fruits of peace, indus- 


try should be able to produce all the 


goods and services that an affluent pub- 
lic will demand. Furthermore, under 
these conditions, with management and 
labor cooperating to increase production 
and production efficiency, it might be 
expected that, in the not too distant 
future, prices would decline to the ad- 
vantage of management, labor and capi- 
tal. 


Labor-Management Trouble 


“Into this situation which seemed to 
favor a high degree of prosperity has 
come an impasse between management 
and labor which is in danger of shutting 
down a large portion of the nation’s 
great industrial plant. What will come 
of our present industrial strife, it is im- 
possible to foretell. But as 1945 goes 
into history, we appear likely, in the near 
future, to make decisions regarding 
wages, rules and hours of work, the use 
of modern labor saving devices, labor 
efficiency, and labor-management-gov- 
ernment relationships in general, which 
will have a far reaching effect upon our 
level of business, our volume of em- 
ployment, our cost of living, and our 
standard of living, for many years to 
come. Let us hope that these decisions 
are made wisely,’ Mr. Foster said. 


Serious Problems Faced 


The transition from war to peace 
poses serious problems with the loss of 
the government’s vast war effort as the 
motivating force behind production, em- 
ployment and consumption. The war 
has wrought financial changes which 
may offer a threat to future economic 
stability. These plus the industrial 
strife require careful attention lest the 
failure to understand and solve them 
should keep the country from the full 
enjoyment of the wealth of opportunity 
that lies ahead. 

It is important to bear in mind that 
in the first half of 1945 the country’s 
economy was operating at close to ca- 
pacity. Although some economic fac- 
tors, notably total industrial production, 
had receded somewhat from their war- 
time peaks, nevertheless industrial pro- 
duction still stood 111% above the pre- 
war level of 1939; wages and salaries, 


150%; farm income from marketings, 
151%; and the gross national product, 
133%. And, of course, employment was 


about at an all time record, and unem- 
ployment was practically non-existent. 

The prime motivating force behind 
this capacity level of business operations 
was the unprecedented wartime expen- 


ditures of the government. During the 
first half of 1945, these expenditures 
were running at the annual rate of $104 
billion, a figure which only a few years 
earlier would have been considered fan- 
tastic. This provides an indication of 
the slack that needs to be taken up by 
the filling of civilian wants, and the re- 
adjustments that must be made in the 
type of things the country produces, as 
the government. curtails its war effort 
and its purchases, Mr. Foster observed. 


Financing Methods Viewed 


A second circumstance of great im- 
portance to the reconversion and post- 
war period is the method or methods 
which the government has used for fi- 
nancing its purchases of approximately 
half the nation’s annual production of 
over $200 billion of goods and services. 
Taxation and borrowing were both used 
by the government, placing a _ some- 
what greater reliance on borrowing than 
on taxation. Thus, in the first half of 
1945, government expenditures of $52 
billion were only partially met by in- 
come receipts, and the government bor- 
rowed, 
tions, $27 billion of new money. 

The vast new money requirements of 
the government, which during the past 
two or three years have been running at 
the rate of almost $60 billion per year, 


might, on the basis of the law of supply |) 


have been expected to 
cause interest rates (the price of 
money) to rise. But a rise in interest 
rates as applied to a government debt 
rapidly approaching the $300 billion 
mark would have a slightly unfavorable 
effect on the government’s postwar €xX- 
penditures. Accordingly, early in the 
war, the monetary control authorities 


and demand, 


‘adopted a wartime technique for keep- 


ing interest rates low: The federal re- 
serve banks established a definite rate 
at which they would buy government 
bills, and there have been other rates, 
less well defined, at which they have in 
fact been buying government certificates 
of indebtedness. The chief reason why 
this technique has been so important is 
that these buying rates, involving yields 
of from 34% to 7%% have made it pos 
sible for the commercial banks, acting 
on their own initiative in the sale of 
bills and certificates, to create their ow! 
reserves at the federal reserve banks, 
largely without recourse to borrowing, 
and thus, as a whole, to maintain their 
supplies of reserve balances at all times 
greater than their reserve requirements. 


Maintain Reserve Balances 


All through the war, federal reserve 
banks were buying bills and certificates, 
thereby maintaining in existence a supp! 
of reserve balances more than ‘adequate 
to meet the commercial bank requiré: 
ments for these reserves. Furthermort, 
in an attempt to improve the yield 0f 
their assets, commercial banks bougli 
other government securities of some 
what higher yield and longer term that 
the 90 day bills or the one year certifi- 
cates of indebtedness, thus creating sup- 
plies of commercial bank deposits # 
least adequate to meet the governments 





exclusive of refunding opera- | 
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and the public’s rapidly increasing re- 
quirements for cash. This process has, 
of course, led to an expansion of the 
whole monetary and banking ‘system, 
put, as a result, the supplies of reserve 
balances in the hands of the commer- 
cial banks and of deposits in the hands 
of the public have at least kept ‘pace 
with wartime demands, and _ interest 
rates have tended to decline rather than 
to rise. 


Money Rate Situation 


“The pros and cons of a low or lower 
rate policy are far too intricate for a 
full discussion here,’ Mr. Foster said. 
“It should be pointed out, however, that 
the technique described above, so effec- 
tively used in this country during the 
war for keeping interest rates low, was 
adopted as a war measure. If, in spite 
of the government’s tremendous wartime 
borrowings, this technique has actually 
had the effect of causing interest rates 
to decline, then surely the technique 
should be most carefully reexamined be- 
fore it is applied to the presumably 
more moderate money requirements of 
peace. 

“Of course, there are some writers 
and speakers on the subject of interest 
rates who agree with the extremist view 
of the British economist, Sir William 
Beveridge, that a slow decline to a zero 
interest rate would be desirable. As 
opposed to this, however, there is a 
considerable weight of thoughtful opin- 
ion in this country which takes the po- 
sition that an excessively low and de- 
clining interest rate, besides crippling 
endowed institutions and reducing the 
“nest egg incomes” of millions of indi- 
viduals, will tend to discourage future 
savings, will thereby slow up capital 
formation, hinder technological improve- 
ments, impede economic progress, and 
may eventually lead to unrestrained 
spending and a runaway inflation. How 
this question will be answered and, in 
particular, what will be done with the 
government’s new found technique for 





Seen at the annual meeting of the Life Association of America (left to right): 
Franklin D’Olier, president Prudential; Thomas I. Parkinson, president Equitable 
Society, and Gerard §S. Nollen, president Bankers Life of Iowa. 








controlling interest rates cannot now be 
foreseen. However, for what the re- 
mark may be worth, we can probably 
say that, as a group, those who want 
interest rates to decline are more vocal 
in the presentation of their arguments 
than are those who feel that savings are 
entitled to a reasonable interest re- 
turn,’ Mr. Foster pointed out. 


Banking Expanded 


There is another phase of the govern- 
ment’s wartime financial operations 
which is viewed by many people as con- 
stituting a threat to future economic 
stability, he said. Dissatisfaction has 
been widely expressed with the fact that 
the government’s method of financing 
the war has led to so rapid an expansion 
of the monetary and banking system. 
Some 40% of the government’s increase 
in debt has found its way into either 
the federal reserve or commercial banks. 


And this rise in bank assets has, of 
course, been largely balanced among the 
liabilities of these institutions either by 
currency or commercial bank deposits. 
In the six years up to June 30, 1945, while 
the government’s entire debt expanded 
$213 billion, the government securities 
held as assets by the federal reserve and 
commercial banks increased $87 billion 
and the public’s total money supply of 
commercial bank deposits and currency, 
represented, for the most part, by the 
liabilities of these banking institutions, 
increased $73 billion (152%) to a total 
of $121 billion by the middle of 1945. 
Expansion Not Excessive 

It is this rapid expansion of our mon- 
etary and banking system that has been 
rather generally deplored both in and 
out of government circles. It has been 
thought to be dangerously inflationary 
in that it constituted, perhaps, a dilu- 
tion of the value of the individual morie- 


tary unit, the dollar. It seems possible, 
however, that the inflationary aspects 
of this situation may have been over- 
emphasized. After all; money is the 
vehicle by which nearly all goods and 
services are passed. from hand to hand 
on the national production line. There- 
fore, as the economy of the country ex- 
pands, the money supply (currency and 
commercial bank deposits) should; it 
seems, very properly expand with. it. 
As industrial production, wages and sal- 
aries, farm income from marketings, and 
the *gross national product have ex- 
panded from 111% to 151%, the 
152% expansion of the money supply 
would not seem to have done much 
more than to keep pace with the war- 
time growth of other major economic 
factors, nor would it seem to have in- 
volved, per se, any very serious dilu- 
tion of the monetary and banking sys- 
tenr. 


Rise in Costs Obvious 


This thought is particularly interest- 
ing in that the wartime rise in the cost 
of living appears to be very adequately 
explained, from a statistical viewpoint, 
solely by the increase in the overall cost 
of production that has been witnessed 
during the war years. “Consequently, 
we dc not have to involve ourselves in 
the quantity theory of money in order 
to understand how it is that, by the mid- 
dle of 1945 at the cessation of hostilities, 
our dollar had suffered a material loss 
of purchasing power,” he stated. 





Veterans Attend Refresher Course 


The sixth in a series of refresher 
courses for Connecticut Mutual field 
men recently discharged from the armed 
forces was held at the home office in 
Hartford on Dec. 11-12. 

The services were well represented in 
the group of 18 men, the most to attend 
the course. The sessions are designed 
to acquaint ex-servicemen with what 
has happened in the business since they 
left. 
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This One Is Too Easy 


Robert P. Vanderpoel, financial editor 
of the Chicago “Herald-American,” who 
has a reputation for applying the hot 
foot to business, the chastisement not 
infrequently being deserved, Dec. 18 
threw his arm out in aiming a harpoon 
at the life insurance industry. 

He quoted Dave E. Satterfield, execu- 
tive director of L.I.A., as summoning 
life insurance leaders to “reassert posi- 
tively and with authority the principles 
and philosophy of the democratic 
system. 

“At this point we applaud,” he said. 
“We should applaud. It is true that life 
insurance has been a constructive force 
in strengthening the American system of 
democracy and private enterprise. 

“Yet, if we are to be entirely sincere, 
how can we stand up before the world 
and assert positively and with authority 
the philosophy of our system when we 
have just stabbed it in the back? The 
American system is based on free com- 
petition. Yet the leaders of life insur- 


"ance went before Congress as a pressure 


group and secured exemption from the 
anti-monopoly laws. 

“Satterfield declared that business, 
generally, including the business of life 
insurance, must defend private enter- 
prise from those who would sabotage 
it. We submit that securing special ex- 
emption from the laws intended to pro- 
tect private enterprise system was sabo- 
tage from within.” 

Mr. Vanderpoel apparently has never 
been told that the active opposition of 
the life insurance industry as much as 
anything else was responsible for the 


‘failure to bring about enactment of the 


original Bailey-Van Nuys-Walter legis- 
lation to exempt insurance from the fed- 
eral anti-trust laws. If he thinks Public 
Law 15 constitutes exemption from the 
anti-monopoly statutes we refer him 
to Senator O’Mahoney, who was the 
arch foe of outright exemption. 
Mr. Vanderpoel, we believe, 
reprimand his researcher. 


should 





PERSONAL SIDE OF THE BUSINESS 





George E. Parris, general agent in 
Philadelphia for Bankers National Life, 
has just completed three consecutive 
years of qualification as a million dollar 
producer. He joined Bankers National 
in 1940, was second in personal pro- 
ducers for that year, finished third for 
1941, and led the company in 1942 and 
1943. He is currently leading the Presi- 
dents Club with a first year premium 
credit of $67,940. 

Capt. Talt M. Stealey, just discharged 
from the army transport service, has 
been appointed office manager and per- 
sonnel officer of the San Francisco office 
of the California department. Before 
entering service he was an invéstigator 
in the Los Angeles office of the depart- 
ment. 

State Senator Lew Wallace, Portland 
accident and life insurance man, has an- 
nounced his candidacy for the Demo- 
cratic nomination for Congress from the 
third Oregon district. He is Democratic 
national committeeman for Oregon. 

A Christmas party was given at Kan- 
sas City on December 22 by Business 
Men’s Assurance for 400 employes. The 
girls’ choir under the direction of John 
Tompkins sang Christmas carols and 
W. T. Grant, chairman, thanked the em- 
ployes for their part in making 1945 a 
record year. Cash gifts were then pre- 
sented to all employes by officers and 
department heads. 

Lester O. Schriver, Aetna Life gen- 
eral agent at Peoria, who is an avid Lin- 
coln student and, incidentally, looks 
something like him, for the past several 
years has been getting out as a Christ- 
mas greeting attractively designed book- 
lets containing some observations on the 


life of Lincoln. This year his message 
is called “A Sublime Parallel.” 

It contains pictures of the memorial 
building at Hodgenville, Ky., which en- 
shrines the cabin in which Lincoln was 
born, and the Congregational Church at 
Terryville, Conn., where Rev. Spencer 
E. Evans was minister from 1902 to 
1939. Mr. Schriver said that for 25 
years he was under the spell of Dr. 
and Mrs. Evans, and for several years 
resided with them. Then there is a 
message comparing the life and works 
of Lincoln and Jesus. 


Glenn F. Gaskill, a veteran of 45 
years in the insurance business in Buf- 
falo, a member of the Million Dollar 
Round Table, has retired. Of late gen- 
eral counsel for the Buffalo office of 
United States Life, he previously had 
been with Mutual Benefit and John Han- 
cock. General Agent Don Mitchell of 
U. S. Life presented Mr. Gaskill a lov- 
ing cup. 

Harvey Z. Nourse of the Allen, Rus- 
sell & Allen agency in Hartford has 
qualified’ for Connecticut General’s honor 
roll for the 20th consecutive year. He 
has been a member of the President’s 
Club each year since it was organized 
nine years ago. 

Lt. Howard Ragland of the navy has 
received his discharge and has returned 
to the Reliance Life agency in Cincin- 
nati. Lt. Ragland spent four years in 
the Pacific area. Joe Singler and Ray- 
mond Toebee have also recently returned 
to the agency after their discharge from 
the army. 

The agency has just completed the 
best year in its history. Glenn W. Isgrig 
is manager. 


Dr. Ward, Mutual 
Benefit’s Medical 
Chief, Retires 


Four home office members of Mu- 
tual Benefit Life are retiring from ac- 
tive duty: William R. Ward, senior 
medical director; Homer J. Diefendorf, 
assistant treasurer; Harold A. Smith, 





DR. WILLIAM R. WARD 
the agency department’s financial ad- 
viser to the agencies, and Nathaniel P. 
Gardner, a registrar. Together these 
four men have given the company 190 
years of service. 

“Dr. Ward symbolizes a devotion to 
unselfish service for the common weal,” 
announced the Newark Advertising 
Club when they voted him the city’s 
outstanding citizen for 1941. He be- 
came associated with the company in 
1905, first as an associate medical ex- 
aminer, then as an assistant medical 
director, devoting part of his time to 
work with the medical board. He was 
then at work on a study of the theory 
of medicine and physiology as it relates 
to the life insurance business In 1912 
he was appointed medical director, and 
since 1940 has been senior medical di- 
rector. He served as president of the 
Association of Life Insurance Medical 
Directors in 1923. 

Officially active in the New Jersey 
Historical Society, Dr. Ward had a 
large part in the Mutual Benefit’s cen- 
tennial anniversary this year. In 1932 
he laid the ground work for this an- 
niversary when he compiled and wrote 
“Down the Years,’ a history of the 
company up to that time. 

Dr. Ward has been an officer of at 
least 12 civic, social and welfare organ- 
izations. International peace and good 
will missions have carried him twice to 
Europe and Moscow, and three times to 
Palestine and the east. Under his su- 
pervision as director of the China farm 


relief, over two million dollars were 
raised. 
Dr. Ward currently is president of 


New Jersey Historical Society, trustee 
University of Newark, member of the 
Welfare Federation, president Florence 
Crittendon Home and of Newark 
Y.M.C.A.,. chairman Newark USO 
Council, on the advisory council of tthe 
soldier and sailor municipal air bureau, 





DEATHS 


Penn Mutual Superintendent 
at Kansas City Dies 


Jack R. Watson of Kansas City, 39, 
superintendent of agencies in the mid. 
west for Penn Mu- 
tual, died in Mem- 
phis following a 
stroke. He went 
to Kansas City a 
year ago. 

Following — suc- 
cess aS supervisor 
at Little Rock, 
1936, Mr. 
became general 
agent at Shreveport. 
There he was pres- 
ident of the Life 
Underwriters  As- 
sociation and presi- 
dent of the General 
Agents & Managers Association as well 
as a speaker at sales congresses. Be- 
fore entering the army in 1943, he was 
general agent for Penn Mutual in Okla- 
homa City. 

Funeral services were held in Wich- 
ita. Albert F. Randolph, sales promo- 
tion manager, represented the home 
office and with General Agents Weldon 
Hanes, Memphis; Wayne Clover, Kan- 
sas City, Supervisor James B. Gates, 
Little Rock, Paul Jernigan and Em- 
mett Ireland of Wichita were pall 
bearers. 





Jack R. Watson 





Frank H. Shotwell, 52, district agent 
of Northwestern Mutual Life, New 
Philadelphia, O., died from a_ heart 
attack. 


Lt. William K. Donnell, formerly of 
the marine corps, who joined the A. 
Lloyd Spooner agency of Equitable So- 
ciety in San Antonio about two years 
ago after spending 18 months in a Phila- 
delphia hospital, died at Brooke Gen- 
eral Hospital, Fort Sam Houston, from 
oe which caused him to be re- 
tired. 








and member of the Newark emergency 
housing committee. He is member 0} 
the church extension board of the New- 


ark presbytery of the Presbyterian 
church. 
Mr. Diefendorf went with Mutual 


Benefit in 1895 as a messenger’ boy in 
the finance department. He was soon 
assigned to the mortgage department 
and continued in that field until 1942 
When at that time the real estate op- 
perations were separated from _ the 
finance department, he remained on as 
assistant treasurer in his original de- 


partment. He had been elected an off- 
cer in 1923. 
Mr. and Mrs. Diefendorf left for a 


four-month vacation at Delray Beach, 
Fla. 

Mr. Smith started in the policy depart- 
ment in 1897. Since 1928 he has been 
assisting general agents in the financial 
problems of their agencies. He has the 
longest record of service among - 
members of the agency department. 
was one of the founders of the Matask 
Benefit Veterans Club and was its pres- 
ident in 1931. 

Mr. Gardner joined the company m 
1892 in the policy department. Last Jan- 
uary he was appointed a registrar in the 
policy writer section of the: new busi- 
ness department. 
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Mutual Life Names 
Four New Agency 
Training Assistants 


Mutual Life has appointed four new 
training assistants in the agency depart- 
ment, Edward C. Danford, Columbus, 
0.; Lloyd F. Roberts, Waukesha, Wis.; 
Kendrick C. Hawkes, Denver, and T. 
Harry Bulloch, Winnipeg. 

Prior to entering the army, Mr. Dan- 
ford was agency organizer for the Co- 
lumbus agency of Mutual Life in charge 
of recruiting and training agents. He 
entered the business in 1935 with the 
Columbus agency. 

A lieutenant colonel, Mr. Danford 
served in Italy with the 12th Air Force, 
and in France and Germany- with the 
gth Air Force. As battalion commander, 
wing signal officer and air staff com- 
munications officer, he took part in five 
campaigns and was awarded the Legion 
of Merit and the Bronze Star medal. 

Mr. Roberts has been assistant man- 
ager at Milwaukee since August, 1945. 
He joined the agency in February, 1935 
and served as supervising assistant and 
agency organizer prior to his appoint- 
ment as assistant manager. 

Mr. Hawkes has been assistant man- 
ager at Denver. A native of Pocatello, 
Ida, he joined the company in Novem- 
ber, 1941, in the Salt Lake City agency. 

Mr. Bulloch has been special agent 
in Canada for Mutual Life for 13 years. 
He joined the Winnipeg agency in 1924 
and served as cashier until 1932 when he 
was made special agent. 


Baldwin Named Agency V.-P. 
by Security L. & A. 


Lyman C. Baldwin has been promoted 
to agency vice-president of Security 
Life & Accident. 
He was formerly 
superintendent of 
agencies. 

Mr. Baldwin en- 
tered life insurance 
in 1934 in Denver 
for Reliance Life. 
After two years he 
went with Union 
Mutual in Denver. 
When Union Mu- 
tual withdrew from 
Colorado he was 
made general agent 
at Rochester, N. Y. 
After two years he 
was made assistant superintendent of 
agencies, 

He went to Denver in 1941 as super- 
intendent of agencies of Security Life & 
Accident. In 1942 he enlisted in the 
army and was commissioned a lieuten- 
ant. 

He spent 2% years in Africa and the 
middle and near East and was promoted 
to captain a year ago. He was released 
from service Dec. 15 and immediately 
tesumed his duties with Security Life 
& Accident. 

Mr. Baldwin is a graduate of the Re- 
search Bureau school of agency man- 
agement. 


Baseball Magnate Elected 
Guardian Life Director 


Branch Rickey, president of the 
Brooklyn Dodgers, has been elected a 
director of Guardian Life. 

_ Mr. Rickey has long been interested 
in the life insurance business. He ad- 
dressed the N.A.L.U. meeting in St. 
Louis several years ago and has spoken 
at several life insurance sales congresses. 

For Rickey and James A McLain, 
President of Guardian, this renews a 
business association which started years 
ago on the baseball diamond. In the 
early 1900s, Rickey was coaching the 
Ohio Wesleyan -ball club and McLain 
was the mascot. 





L. C. Baldwin 
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Elliott and Hurst 
New Vice-presidents 
of Philadelphia Life 


William Elliott and Ervin R. Hurst 
have been elected vice-presidents of 
Philadelphia Life. 

Joseph E. Colen, president Machined 
Metals Co., Charles S. Krumrine, presi- 
dent, Liberty Title & Trust Co.; Wil- 
liam R. K. Mitchell, vice-president, 
Provident Trust Co., and Leonard A. 
Talone were elected to the board. 

Mr. Elliott entered life insurance 
shortly after completing his studies at 
the U. S. Naval Academy with Travelers 
in Philadelphia as field assistant and 
took up general agency work with 
Philadelphia Life in 1934.’ He has just 
been discharged from the navy, having 
served with the rank of lieutenant com- 
mander. He recently acquired a sub- 
stantial block of stock in the company 
and has been elected to serve on the in- 
vestment committee. He will have full 
charge of new business production. 

Mr. Hurst is a graduate of the Uni- 
versity of Michigan, going from there 
directly to an actuarial post with Massa- 
chusetts Savings Bank Insurance. He 
was promoted to actuary and after 11 
years joined Western Union Life at Spo- 
kane as assistant secretary. Two years 
later he joined Philadelphia Life as di- 
rector of field service. He was director 
of agencies up to his election as vice- 
president. He will be in charge of un- 
derwriting of new business. 

D. E. Edmondson, who is senior gen- 
eral agent and a director for many years, 
was elected to the executive committee. 





Three Promotions 
in 'Guardian Life 


Three promotions have been made by 
the Guardian Life. Irving Rosenthal 
and Daniel J. Lyons, formerly assistant 
actuaries, have been advanced to asso- 
ciate actuaries. C. C. Robinson, until 


recently executive assistant, has been 





Cc. C. Robinson D. J. Lyons 
named director of public relations. 

Dr. David C. Roberts, assistant medi- 
cal director, has resumed his duties at 
the home office after 2% years in the 
navy. He has been placed on inactive 
status. 

Mr. Rosenthal’s appointment follows 
15 years of service. Assistant actuary 
since 1942, he joined the Guardian in 
1930 as a clerk in the actuarial depart- 
ment. He was appointed research as- 
sistant in 1935 and made assistant ac- 
tuary and an officer of the company 
seven years later. During the past 
three years, in the absence of Burgh 
Johnson, recently appointed assistant 
vice-president upon his release from the 
navy, Mr. Rosenthal was in charge of 
methods planning and_ coordinating 
work at the home office. 

Mr. Lyons joined the Guardian in 
1943 as assistant actuary. He had been 
chief assistant actuary in the New Jer- 


sey department for eight years prior to | 


joining Guardian. He is a Harvard grad- 
uate, a fellow of the Actuarial Society 
of America, the American Institute of 








QUALITY FIELD MEN 
PRODUCE 
QUALITY BUSINESS 


Weare growing, all right... but growth 
alone is not enough. 


It must be permanent growth, in quality 
business, before it either reflects credit to 
the Company or constitutes service to the 
buyer. 


By all standards by which progress may 
be measured in terms of quality, our rec- 


ord for 1945 and for recent years, is the 


finest in our history. 


We feel this is due to a field force ever 
growing and strengthening in quality. 
Every Shield Man is a full-time Shield 
man, seeking the career he knows is here 
for him. We believe that only with full- 
time field representation can we preserve 
the quality already won and continue to 
serve the public well. 
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...the replacing of your pre-war 
equipment with the calculator 
so fully automatic, that all mental 
and physical effort has been 
eliminated from its operation. 





FRIDEN fully Automatic Calculators 


...-Should be ordered now, so telephone or write your local 
Friden Representative for a demonstration on your own prob- 
lems. Learn that with the modern Friden, the Calculator, 
not the operator...does the work. 

Friden Mechanical and Instructional Service is avail- 


able in approximately 250 Company Controlled Sales 
Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT ¢ SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 











Actuaries and the Casualty Actuarial 
Society. 

The office of public relations director 
is new, no one officer having previously 
been responsible for all phases of this 
policy. C. C. Robinson, who joined 
Guardian in June as executive assistant 
in charge of special projects, brings to 
the duties of the new office a broad 
background of experience. He entered 
life insurance as a salesman, has had 
supervisory and managerial experience, 
and was for 13 years editor of the “In- 
surance Salesman.” 

Dr. Roberts was called to active duty 
in the Navy in 1943 with the rank of 
lieutenant commander. He was as- 
signed to the Philadelphia naval hospital 
as cardiologist and later was transferred 
to the hospital ship Consolation in the 
same capacity and was serving in the 
Pacific when the war ended. He is a 
graduate of Tulane University school of 
medicine. He joined the Guardian in 
April 1934. 


Maj. Troth Back 
to Home Life 


Following over four years of army 
service Maj. Paul Troth has returned to 
the home office 
agency department 
of Home Life of 
New York. 

As a reserve of- 
ficer Mr. Troth 
was called -into ac- 
tive service in 1941. 
Following his 
graduation from 
the company com- 
manders’ course at 
Fort Benning, he 
was retained on the 
staff and faculty of 
the infantry school yaj. Paul Troth 
and was promoted 
to captain. In August, 1942, he was 
assigned to the headquarters staff of the 
airborne command at Fort Bragg and 
Camp Mackall, N. C., which was 
charged with the development and 
training of all American airborne divi- 
sions. Mr. Troth was active in the 
technical training of parachute and 
glider troops and in the formulation of 
doctrine for, the employment of air- 
borne forces. He was promoted to ma- 
jor in January, 1943. 

In the summer of 1945 Major Troth 
was sent overseas to the Philippine Is- 
lands in command of a small detach- 
ment of airborne specialists. The mis- 
sion was canceled by Japan’s surrender. 

Prior to going on active service, Major 
Troth was supervisor of publicity for 
Home Life. l'rom 1934 to 1940 he was 








on the staff of the “Eastern Under- 
writer” and had-spoken at several sales 
congresses. 


Canada Life Advances 
J. Q. Strong, H. E. Lumsden 


Canada Life has appointed J. Q, 
Strong and H. E. Lumsden as assistant 
superintendents. Mr. Strong joined the 
company in 1928 and for eight years has 
been secretary of the agency depart- 
ment. He returned in September follow- 
ing three years’ service in the Canadian 
air force. ; 

Mr. Lumsden has been associated 
with Canada Life since 1936 and for four 
years has supervised the field education 
program. 


_ CHICAGO 


LE BOY UNIT WINS CONTEST 


The agents in the unit of Rudolph Le- 
Boy in the Rockwood S. Edwards gen- 
eral agency of Aetna Life, Chicago, ate 
a very nice filet mignon dinner as a 
result of winning a production contest, 
while the Ben Sax unit agents consoled 
themselves with a bean dinner. The 
qualification period for the contest was 
Nov. 1-18 inclusive. Each application 
and term conversion counted five points 
and each $1,000 of written business two 
points, which scores were doubled if 
the business was prepaid. 

The two units finished only 28 points 
apart, the LeBoy unit having 4,998 
points and the Sax unit 4,670. 

The annual agency conference of the 
Edwards agency will be held Jan. 17 
with morning and afternoon sessions, 
lunch and dinner, a cocktail hour and 
entertainment. It is anticipated a num- 
ber of officials from the home office in 
Hartford will attend. 











PRESS CHICAGO HOUSING 


Latest development in the attempt of 
the city of Chicago to interest insurance 


companies in investing in proposed hous-: 


ing projects there is the appointment of 
a subcommittee of the city council hous- 
ing committee to study proposed legis- 
lation that would “compel” insurance 
companies doing business in Illinois to 
invest 75% of their reserves on Illinois 
policies in state and private housing 
projects. 

The subcommittee was formed as a 
result of a resolution introduced by Al- 
derman Bohling. 

The alderman stated that he had in- 
sisted upon the creation of the sub- 
committee to serve as a whip to state 
legislators from the Chicago district to 
push through legislation compelling 
companies to invest in Illinois. 

Ald. Bohling admitted that the in- 
spiration for this line of thinking came 
from the Robertson law of Texas. Under 
this law, life companies operating in 
Texas must invest 75% of the reserve 
on Texas policies within the state. The 
alderman said it was his hope that such 
a law, if passed in Illinois, would be 
amplified to include all types of insut- 
ance companies. 

Bohling also indicated that he ef- 
visaged legislation which would grant 
insurance companies “certain tax €X- 
emption features and a stable tax rate 
for about 25 years.” Specifically he said 
he had in mind the state rehabilitation 
law of New York which provides that 
the insurer must continue to pay taxes 
on the basis of the present assessed value 
of the property but need pay no taxes 
on the improved value for 25 years. 

Meanwhile Ald. B. B. Moss, chairmaf 
of the housing subcommittee who m 
a recent inspection visit to New York 
City, reported that “several insurance 
companies there had expressed interest 
in the possibility of devising an invest 
ment field in Illinois if the tax adjust 
ment could be guaranteed.” 





BAXTER-COOPER FESTIVITIES 


The Baxter-Cooper home office agen 
of Federal Life held its annual cock 
party and buffet for members of the oF 
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“ Life enters the post-war 
a era with every member of 
vO the family singing the 
if same theme song. Field 
P: Associates, Agency Man- 
98 agers, Superintendents and 

the Home Office — all are 

‘ in harmony. 
7 The T.W.I: method of 
~ instruction and training as 
in applied to the Company’s 


copyrighted “You Incor- 
porated” training course 
has done the job! 

J 


of 
Now, no matter where 
of John (or Jane) agent joins 
1s- the Cal-Western circle—in 
is- Seattle, San Diego, San 
‘a Francisco, Salt Lake City, 
ois San Antonio or any other 
ng branch office in the 11 
western states and Hawaii 
AL —his (or her) manager is 
skilled in the use of T.W.L. 
i training technique. 
ib- 
ate Cal-Western was the first 
be company in America to 
publicly announce the suc- 
in- cessful use of the T.W.I. 
me system to train managers 
and general agents how to 


train agents. 
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ganization and their families which was 
also attended by several head office ex- 
ecutives, including Chairman Isaac Mil- 
ler Hamilton and President L. D. Cava- 
naugh. 

The agency is closing the year with 
production of about $6 million, accord- 
ing to L. H. Baxter and with about 
$150,000 accident and health premiums. 
There are in the office three million dol- 
lar producers, the leader being Benjamin 
Schwartz. 


Stress Mortgage Retirement 


The Baxter-Cooper agency  special- 
izes in a mortgage retirement insurance 
plan. The agency has many contacts 
with savings and loan associations and 
through them has access to the indi- 
vidual borrower and home owner. Just 
recently the agency was appointed as 
Wisconsin general agent by North 
American Life of Chicago for the home 
protection plan. Offices have been 
opened in Milwaukee in charge of Theo- 
dore Schwartz, who was recently re- 
leased from the navy. He is a brother 
of Benjamin Schwartz, the agency’s 
leading producer. 

Also the general agency has-been op- 
erating for several months in New Jer- 
sey with headquarters at Fairlawn in 
charge of Harvey Milcon, who was for- 
merly in the building and loan field. 

S. Robert Cooper and L. H. Baxter 
are the principals of the agency. 


NEW YORK 


MUTUAL LIFE AIDS WHISKEY LOAN 


Bankers Trust Company has ar- 
ranged a term loan of $4,000,000 and a 
revolving credit of $3,500,000 for Glen- 
more Distillers Co. of Louisville. . Ten 
banks have participated, and Mutual 
Life has taken the longer maturities of 
the term loan. ‘ 














MUTUAL VETERANS CONFER 


A group of 15 agents of Mutual Life 
attended a three-day veterans’ educa- 
tional conference at the home office. 

Roger Hull, vice-president and man- 
ager of agencies, spoke regarding the 
work that insurance companies are do- 
ing to persuade veterans to keep their 
government life insurance in force. He 
also reported on Mutual Life’s training 
program for veterans. 








Lift Lutheran Mutual Injunction 
WAVERLY, IA—Lutheran Mutual 


Life may transfer its agency and invest- 
ment departments from Waverly to Des 
Moines as a result of a decision handed 
down by Judge Beardmore. A group of 
policyholders had obtained a temporary 
injunction to restrain the company from 
moving any part of the business or 
equipment from Waverly. where the 
main offices are located. Attorneys for 
the company petitioned the court to lift 
the injunction, which was granted by 
Judge Beardmore. 

The judge ruled that the directors may 
establish from time to time such admin- 
istrative offices within the state at places 
other than Waverly as are reasonably 
necessary for the more convenient trans- 
action of its business. 





President Frazar B. Wilde, Connecticut 


General Life, and President Julian Price, 
Jefferson Standard Life, at Life Associa- 
tion of America meeting. 























Fifty-second Year of 
Dependable Service 


Ww Ww Ww 


T HE STATE LIFE of Indiana is a purely mu- 
tual, old-line, legal reserve Company in its 
fifty-second year of dependable service. . . . Has 
paid over $150,000,000 to policyholders and bene- 
ficiaries, and in addition holds assets of over 
$62,000,000 for their benefit . . . Issues a wide 
range of policies from ages one day to sixty-five 
years, including Juvenile, Educational Fund, Fam- 
ily Income, Salary Continuance, Retirement In- 
come, and other up-to-date forms. . . . Agency 
opportunities with complete training and: service 
facilities for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 




















GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
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VERY ATTRACTIVE CONTRACTS 
COMPLETE LIFE INSURANCE 
COVERAGE =— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 
For Particulars Write Home Office fddress Since 1895 
431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 
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LIFE AGENCY CHANGES 





Smith & Wharff 
N. E. Mutual 


Columbus Team 


Paul M. Smith, New England Mu- 
tual general agent in Columbus, is tak- 
ing Clifford C. Wharff into partnership, 
the firm becoming Smith & Wharff, 
general agents. 

Mr. Wharff, a native of Ohio, spent 
16 years in railroading. Finally decid- 
ing to enter life insurance, his was the 
first contract as agent made with Mr. 
Smith when the latter became general 
agent in Columbus in 1930. He has as- 
sisted in various supervisory capacities. 

Mr. Smith has served as president of 
the Columbus Life Underwriters Asso- 
ciation and General Agents & Managers 
group, as well. He recently served the 
Ohio State Association of Life Under- 
writers as its president for two terms, 
and now is the Ohio representative in 
the national council. 





Crawford Assists Mulder 


Harold H. Crawford, North Bend, 
Wash., has been appointed assistant 


manager of the Joseph P. Mulder 
agency of Mutual Life at Seattle. Mr. 
Crawford joined Mutual Life in 1944 in 
Seattle. He received his B.A. from 
Washington State College. 


Continental Assurance 
Names Youngberg-Carlson 
General Agent in Chicago 


The Youngberg-Carlson Co. general 
insurance agency of Chicago, has been 
appointed general agent by Continental 
Assurance. Samuel Leland, an experi- 
enced agency organizer, is in charge of 
the new life department, which already 
has done a substantial volume of busi- 
ness. The agency also acquires accident 
and health facilities. 

Youngberg-Carlson at one time was 
general agent of Midland Mutual Life 
but secured most of the business from 
brokers and did not produce a striking 
volume. The plans under Mr. Leland’s 
direction call for development of a large, 
active life insurance department, especi- 
ally built around ordinary production 
and group permanent life insurance. 

The agency has a very large clien- 





A jury of 12 men weighs the evidence presented by a trial law- 
yer but the insurance counsel must rest his case with one man. 
It is of utmost importance that his case be clearly stated, well 
planned in advance and backed by sound evidence that insur- 
‘ance will answer the specific needs of the prospect. At Central 
Life, the agent’s arguments in favor of life insurance are 
founded on substantial facts resulting from continuous study. 
His prospect list is enlarged by pre-approach mailings. His kit 
is packed with briefs to aid him in closing each type of insur- 
| ance sale. Through a complete program of advertising, direct 
mail and promotion, he is provided with evidence that weighs 
in his favor when verdicts are handed down. 





tele of leading Chicago business and in- 
dustrial firms which have problems of 
employer-employe relationships that 
need to be settled. The group perma- 
nent arrangement has been found espe- 
cially beneficial in this connection. 


Leland Long in Business 


Mr. Leland has had long life insur- 
ance experience in Chicago. He was 
originally connected with the general 
agency of the late S. T. Whatley, agency 
vice-president of Aetna Life, when: he 
was Chicago general agent of that com- 
pany. Mr. Leland built and directed 
one of the agency’s outstanding units. 
Then he was manager of the life and 
accident department of Fred S. James 
& Co., at Chicago and subsequently was 
general agent of Union Mutual Life 
there before joining Youngberg-Carlson 
several years ago as its life manager. 

The Youngberg-Carlson Company is 
25 years old. It does a large general 
fire, casualty, surety and marine busi- 
ness. Not long ago the agency moved 
into handsome ground floor location on 
La Salle street in the financial district. 

A. C. Youngberg is president of the 
agency, F. A. Carlson, vice-president, 
Walter J. Patterson is in charge of the 
fire and engineering departments and 
Arthur Hecht is secretary in charge of 
accounting. 


Travelers Appoints Three 
Men in Field Posts 


Robert G. Hamilton, who recently 
was released from the Canadian army 
and was appointed field assistant in the 
life department at Travelers Ottawa 
branch office, has been promoted to as- 
sistant manager there. Elton Y. Boyce, 
field service representative of Travelers 
has been appointed assistant district 
group supervisor in the Kansas City 
branch. Edwin N. Ness, field assistant 
in the life department in San Francsco, 
has been transferred to the Oakland 
office in the same capacity. 

Mr. Hamilton served at the Petawawa 
military camp in Ontario as an artillery 
instructor, and later was in national de- 
fense headquarters as a development di- 
rector before going to England to attend 
the college of military science. He did 
liaison work for Canada with the min- 
istry of supply and the British war office 
and then returned to Ottawa, becoming 
a captain. 





American National Names 
Stein in Birmingham 


The ordinary department of Ameri- 
can National has appointed John S. 
Stein manager at Birmingham, Ala., 
succeeding Oscar Winfield, who will de- 
vote his entire time to personal clientele. 

Mr. Stein’s life insurance career be- 
gan in 1939, when at the age of 21 he 
became an agent of Commonwealth Life. 
He has held the position of assistant 
manager, district manager and the past 
three years devoted most of his time to 
ordinary production and _ field-coaching 
of agents. 

He is a graduate of the Sales Re- 
search Bureau’s school in agency man- 
agement. 





Sons Join S. R. Henderson 


Sherman R. Henderson, Columbus, 
O., local agent, who is also general 
agent of Continental Assurance, an- 
nounces that his two sons, Verlin E. 
and Burnell, both discharged veterans, 
have joined him in the business. 





Rivers Manager at Brattleboro 


William A. Rivers, formerly Metro- 
politan manager at Marlboro, Mass., has 
been named manager at Brattleboro, 
Vt., to succeed the late Charles P. Flin- 
ton. 

A native of Montpelier, Vt., Mr. 
Rivers, upon graduation from Lowell 
Textile College, became employed with 
a woolen plant of which he later was 
made designer and general superinten- 
dent. He was appointed a Metropoli- 
tan agent in Brattleboro in January, 


1933. In 1935 he received a promotion 
to assistant manager at Burlington, Vt., 
and in 1936 was made general assistant 
manager for New England. In 1937 
he was appointed manager at Marlboro, 





Lt. Truman Allen, after nearly five 
years in the army, has joined the A. J, 
Ballard agency of Minnesota Mutual 
Life in San Antonio. Before entering 
the army he was an assistant superin- 
tendent of American National in Dallas, 

Col. Ralph H. Durkee, after more than 
three years in the army, during which 
he was engaged in training men for over- 
seas service and finally as director of 
supplies, has returned to the A. Lloyd 
Spooner agency of Equitable Society in 
San Antonio. 


MANAGERS 


Barber Tells How He 
Supervises New Men 


William L. Barber, Sun Life of Can- 
ada, addressed the Life Supervisors As- 
sociation of Los Angeles on “Supervision 
of New Men.” He told of his com- 
pany’s method of determining whether 
a new man is suited to the life insurance 
business and of the tests he must under- 











go. 

He declared a new man never should 
be left to his own devices, but should 
be watched closely. He said the super- 
visor is responsible for the training, 
motivation, field work, setup of work 
habits, keeping records of the new man’s 
progress. He advocated checking the 
new man daily, and said that he devotes 
about 30 minutes per man to going over 
the day’s work. He advocated strict 
supervision for the first 90 days, and 
then weekly checks. 





New Cleveland Officers 


The Executives Club of the Cleveland 
Life Underwriters Association has 
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elected these officers: President, Carl 
H. Brubaker, Manufactuers Life; vice- 
president, Robert Moore, Ohio National; 
secretary-treasurer, Ray Warren, Man- 
hattan Life. The retiring president is 
E. L. Reiley, Penn Mutual. 





Lakin Heads Detroit Cashiers 


F. L. Lakin of the Lofthouse agency 
of Lincoln National has been named 
president of the Detroit-Windsor Life 
Agency Cashiers Association, succeed- 
ing Victor Wilson, recently transferred 
by Mutual Life to Davenport, Ia. Mr. 
Lakin has been vice-president. 

The association held its Christmas 
party Dec. 20. 


ACCIDENT 


Forbes Promulgates New 
Definition of Wholesale 
or Franchise Insurance 


LANSING, MICH. — Commissioner 
Forbes has supplemented his recent rul- 
ling outlawing the writing of wholesale 
or franchise health and accident cover- 
age in Michigan after Jan. 1 by issuing 
a definition of these particular forms. 

The commissioner said representatives 
of several companies visited the depart- 
ment offices, following issuance of the 
original ruling, to ask whether certain 
types of policies they were issuing came 
under the ban merely because they in- 
volved a salary deduction premium col- 
lecting plan. They were assured that 
forms which carried full premium 
charges were in no way affected. How- 
ever, inasmuch as no definition ever has 
been made by the industry or by the Na- 
tional Association of Insurance Commis- 
sioners of the terms “wholesale” or 
“franchise,” the commissioner decided 
to issue a departmental definition. 

It states that “wholesale or franchise” 
shall be considered “that type of indi- 
vidual accident and health insurance 
policies that are issued to groups not in 
compliance with our group accident and 
health statutes, where either the pre- 
mium is lower or benefits greater than 
are issued to individuals not in the group 
but of the same classification of risk, 
resulting in discrimination.” 

The statute, he said, provides that. a 
legal group must involve a master policy 
issued either to an employer or to an 
organization, with certificates issued to 
individuals insured. 














Reserve Ins. Co. Is 
Organized in Illinois 

Interests identified with Reserve Mu- 
tual Casualty of Chicago have taken 
steps to put in operation a new stock 
company to be known as Reserve Ins. 
Co. It has been incorporated with au- 
thorized capital of $200,000 and expects 
to receive a license to commence writing 
A. & H. insurance very shortly. Incor- 
Porators include Fred E. Law, who is in 
the general insurance field and recently 
became president of Reserve Mutual 
seenlty; Howard P. Hurst and M. J. 
aw. 





Continental Casualty Has 
New “Key Man” Group Plan 


Continental Casualty has announced 
a “key man protection plan” of acci- 
dent and sickness group insurance for 
higher salaried executives and manage- 
ment employes. It provides benefits as 
broad as under an individual commer- 
cial accident and sickness contract, but 
the cost on a group basis is 25% less. 

It includes lifetime income up to $150 
Per week for accident total disability; 
loss of life and dismemberment bene- 

ts; sickness income up to $150 per 
week for one year, regardless of house 
confinement; reimbursement for acci- 
dental injury medical expenses up to 





$3,000; elimination periods that can be 
“tailor made” to fit individual needs. 

World-wide transport air travel and 
North American continent non-sched- 
uled passenger travel are covered. 








ASSOCIATIONS 


Says Life Insurance Sales 
Can Remain at High Level 


CINCINNATI— While the agency 
may expect greater competition from 
other lines and the day of “keeping up 
with the Joneses” will be back again, 
sales of life insurance may be _ ex- 
pected to continue at high levels, Clifton 
E. Reynolds, administrative assistant 
field training division Metropolitan Life 
told the Cincinnati Association of Life 
Underwriters. The cost of living has 
gone up 36%; $1,000 of life insurance 
purchased in 1939 will buy only $650 
today of goods and services. This fact 
should be pointed out to men who wish 
to provide a sufficient income for their 
families, he said. 

Other favorable factors for good 
sales: Marriages at an all time high; 
newly married couples need security; a 
building boom is materializing; many 
new small businesses are being started; 
doctors and dentists have scarcely been 
able to keep up with their practices; 
many salary increases have been put 
into effect. Many war workers have 
money which they will put into life 
insurance. The job of the agent is al- 
ways to take the uncertainty out of life 
and make the man and his family se- 
cure; he is a “security guarantor.” 

Metropolitan has found service men 
receptive to training and has already 
held 21 schools for them. 

H. S. Pressler, John Hancock, vice- 
president, awarded certificates to the 
following 100% membership agencies: 
Connecticut Mutual, Home Life, Lin- 
coln National, Metropolitan Norwood, 
New England Mutual, Occidental, Ohio 
State, Penn Mutual, Reliance, State Mu- 
tual. Carl Thompson, manager Metro- 
politan Norwood, who introduced Mr. 
Reynolds, is the first to have 100% 
membership for 1946. 








Fort Wayne, Ind.—Lewis I. Petzold, 
Evansville, president of the Indiana as- 
sociation, spoke on “The Greatest 
Achievement.” 

Atlanta—Maj. John S. Bell, new di- 
rector of the Georgia state service cen- 
ter spoke on veterans service and the 
opportunity it offers. 

Mansfield, 0.—Officers of the new as- 
sociation are: Wendell F. Murray, Ash- 
land, president; W. E. Goode, Mansfield, 
secretary, and Robert F. Horn, Mansfield, 
treasurer. 

Ohio—A life insurance seminar and 
sales conference was held at Steubenville 
with Homer Trantham, Columbus, state 
secretary; Francis P. White, East Liver- 
pool, state vice-president; Kenneth W. 
Conrey, Pittsburgh, and Fred W. George 
of East Liverpool on the program. The 
state association is arranging another 
meeting to be held in Canton early in 
the new year. 

St. Petersburg, Fla.—R. B. Walker of 
Miami, president of the Florida associa- 
tion; Henry S. Baynard, state senator, 
and §S. Henry Harris, member of the 
legislature, were guests. Mr. Walker 
outlined the outlook for the state con- 
vention at Miami in May. 

Detroit—Four Detroit association mem- 
bers defeated four from the Cleveland 
association on the “Quiz of Two Cities” 
program over Station WJR. Represent- 
ing Detroit were Miss Luella Wertz, Re- 


P. B. McCray to Mutual 
Benefit Davenport Post 


Mutual Benefit Life has appointed 
Paul B. McCray as manager at Daven- 
port, Ia. He joined Mutual Benefit at 
Springfield, Ill., agency last September, 
following his release from the navy. He 
had served four years as communica- 
tions and insurance officer aboard an 
aircraft carrier. Prior to his. military 
service he had been in the business 11 
years at Springfield. 

Mr. McCray was born in 1910 at 
Loami, II. 
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During the year 1945 
7 New General Agencies established. 


20 Home Office Schools held, attended by 
more than four hundred of our full-time 
field organization. 


New sales aids launched for both Non- 
Cancellable Accident and Health and Life 


insurance. 










New forms added to our kit—juvenile, 
group and employee life insurance. 







These are some more examples of 
why we are a progressive, 
growing company 


LIFE INSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
J. Harry Woop, Executive Vice President 
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EANIVERSHY 


It gives us a feeling of inner satisfaction 
as the final month of 1945 closes on 
our Fortieth Anniversary that the years 
which are to follow will continue the 
pattern of progress developed during 
those forty eventful years. We are now 
well on our way to a successful half cen- 
tury of rendering service, safety, and 
protection to our present and future 
policy holders. 


What better proof of stability, progress, 
and strength could anyone want? 


OVER A BILLION 


4%, 250,000,000 
INSURANCE IN FORCE 


American National 


INSURANCE COMPANY 


GALVESTON, TEXAS —W. L. Moody, Jr., President 



































STATEMENT OF FACT OF INTEREST TO 
EVERY LIFE INSURANCE SALESMAN 


» HAVING a good thing to sell is over half the battle; this 
is’ah axiom-understood and appreciated by every salesman. 
Last. year, Modern Woodmen Agents sold 30.8 more new 
business than in the preceding year—the increase in the in- 

dustry, as a whole, was only 3.4 for the same period. 
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Agents made money last year, are making it this year and will 
continue to do so . . . because of a liberal compensation plan, 
‘aggressive field work and sympathetic Home Office co-operation. 
YOUR inquiry into the possibilities of a connection as a per- 
sonally producing District Manager, in charge of other men, is 


cordially invited. Generous . financing 
without obligation, today. 


FIELD DEPARTMENT 


lan offered. Write, 


MODERN WOODMEN OF AMERICA 


1502 Third Avenue, Rock Island, Illinois 
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- Over One-Half Billion Dollars 








liange Life, secretary of the women’s di- 
vision; J. E. Crampton, Connecticut Mu- 
tual; W. A. Post, Connecticut General, 
and D. G. Schneider, Reliance. 

Wichita— The Christmas party was 
well attended. Vice-president John Car- 
ter, Metropolitan Life, was in charge. An 
interesting description of army air corps 
life in England during the war was 
given by Capt. Otto L. Culberc of Wheel- 
er, Kelly Hagny. 

Portland, Ore.—‘‘Selling life insurance 
is no longer a peddling job, but has 
become a financial service, Charles J. 
Frisbie, general agent of New England 
Mutual Life in Seattle, declared. Mr. 
Frisbie recently returned after three 
years in the navy. 

He said that as a result of the new 
higher taxes and the lower yield on 
most securities, life insurance represents 
a better investment for many persons. 
He also reported that he found the gen- 
eral run of citizens annuity-conscious. 

Fort Wayne, Ind.—Lewis I. Petzold, 
Evansville, president of the Indiana as- 
sociation, discussed “The Greatest 
Achievement.” 

Montreal—George Lafrance, Quebec su- 
perintendent, spoke on “The Insurance 
Department of the Province of Quebec 
and the Life Insurance Salesman.” Mr. 
Lafrance is a former chairman of the 
Association of Superintendents of Insur- 
ance of the Provinces of Canada. He 
spoke in French and gave a resume of 
his address in English. 

Springfield, Mass.—A seminar on veter- 
ans affairs will be held Jan. 3 in the 
Massachusetts Mutual auditorium. 

Rochester, N. Y¥.— Stuart A. Monroe, 
agency assistant of Equitable Society, 
gave “Some Thoughts on Selling Insur- 
ance Today.” 

San Antonio—Marshall O. Bell, Bexar 
county. legislator, discussed the political 
blocs which CIO and other so-called lib- 
eral groups have formed in an effort to 
control legislation. rsd 

‘Cc. P. Reed, chairman of*the member- 
ship committee, ~announced the: associa- 
tion now hasi:'274 members. 

Albany, Ga. A series of refresher 
schools will start Jan. 4 and continue 
for 10 weeks. 

Instructors include: Wallace Hawks, 
Metropolitan Life; Perry Battle, Penin- 
sular Life; J. G. Lawhorne, Life & Casu- 
alty; R. S. Hutcheson, Life of Virginia; 
Fred Darby, Northwestern Mutual; I. H. 
Henry, State Mutual of Ga.; P. E. Dunn, 
Gulf Life; W. L. Cotton, and C. C. Pear- 
son, National Life & Accident. 

Salina, Kan.—The association has voted 
to sponsor a northwestern Kansas sales 
congress for next fall, patterned after 
the highly successful southeastern Kan- 
sas congress which has been held for 
several years. Pendleton A. Miller, New 
cngland Mutual, Topeka, president of 
the Kansas association, spoke. 


Kansas—Earl V. Reed, Equitable of 
Iowa, president of the Wichita associa- 
tion, has been named chairman of the 
1946 sales congress of the Kansas asso- 
ciation, which probably will be held in 
either Wichita or Topeka. 


Topeka—E. A. Hasek, Northwestern 
Mutual, Kansas City, spoke at the De- 
cember meeting. In late January the 
Topeka association has scheduled a five- 
day sales clinic in cooperation with the 

















extension department of the University 
of Kansas. 

Springfield, Mass.—A seminar on vet- 
erans’ affairs was held Thursday after- 
noon in the Massachusetts Mutual audi- 
torium. 

Chester O. Fischer, vice-president of 
Massachusetts Mutual opened the pro- 
gram. 

Arthur’ H. Dalzell, director of fielg 
service of John Hancock Mutual, gave 
a thorough analysis of NSLI. 

San Antonio, Tex.—The women's divi- 
sion held its first anniversary meeting, 
Mrs. Gertrude Perry, Republic National 
Life, and Mrs. Hazel Chamberlain, Texas 
Prudential, spoke. Ronald Vincent, 
Travelers, immediate past president of 
the San Antonio association, paid tribute 
to the women in their work. 


Union Mutual Sales Meet 
Slated for Jan. 14-16 


Agency managers of Union Mutual 
Life will convene at the home office 
Jan. 14-16 for a series of sales meetings, 

The meeting will include the first an- 
nual employes’ banquet, with home of- 
fice employes and managers as guests. 


Shepherd Speaks at Newark 


Pearce Shepherd, vice-president of 
Prudential, will speak at the meeting of 
the Newark C.L.U. chapter Jan. 9 on 
“Underwriting Rules and Reasons” and 
will discuss his subject from the field 
man’s viewpoint. A reception for new 
members will be held just prior to the 
meeting. 





Selection Men‘s Atlanta Parley 


The executive committee of the In- 
stitute of Home Office Underwriters is 
holdirig a meeting ‘at Atlanta the latter 
part of January or early in February. 
At that time a decision will be made as 
to the time and place for the annual 
meeting. 


John G. Monroe, age 87, superintend- 
ent of agencies of Midland Mutual Life, 
died Christmas night. He was with the 
company 35 years, the first 10 as general 
agent at Dayton. 

Mr. Monroe was at his desk all last 
week. 

The past several years he has ed- 
ited the company’s literature, correspon- 
dence course, bulletins and house organ 
the “Builder.” 

He was born in Michigan and was su- 
perintendent of schools in several cities 
before entering the life insurance busi- 
ness some 40 years ago. He was gen- 
eral agent of Midland: Mutual in Dayton 
from 1910 to 1919 when he went to the 
home office. He is survived by his 
daughter, Mrs. Helen Munsell of Co- 
lumbus, his son, “Lowell Monroe, of 
Cleveland and eight grandchildren. His 
funeral will be held Friday. 





New officers named by Prudential: 
Charles G. Fleetwood, new second vice- 
president, is at the extreme left. The 
others, in order are: Robert L. Mac- 
Gregor, assistant secretary; Richard 


Hevenor, supervisor, and Howard G. Har- 
rison, assistant secretary. All are con- 
nected with Prudential’s mortgage loa 
department at the home office 
Newark. 
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NEWS ABOUT 


LIFE POLICIES 





Fidelity Mutual 
on 212% Basis; 
Many Changes 


Fidelity Mutual Life is going on a 
214% reserve basis on Jan. 1 except 
for a new low rate policy and all term 
forms which will be written on a 3% 
basis. Disability income of $5 per $1,000 
will be written in connection with all 
policies except term. Monthly income 
disability was formerly written only 
with income for life on a $10 per. $1,000 
basis. Cash values will start at the sec- 
ond year instead of the third. Policy 
contracts have been rewritten and sim- 
plified. Five new juvenile forms have 
been added and full coverage on all 
juvenile policies now starts at age 5 
instead of 10. Term limits have been 
increased from $60,000 to $75,000 and 
the number of units accepted on retire- 
ment annuity has been increased de- 
pending upon age of the applicant. The 
maximum single premium annuity limit 
has been increased from $15,000 to $25,- 
000. 

A new joint and last survivor annuity 
option known as No. 6 has been adopted 
and it and the joint and two-third sur- 
vivor annuity option (No. 5) will be 
based on 214%. interest. Under Option 
1, 2% instead of 24%% is paid on.pro- 
ceeds left at interest; the instalment op- 
tions now have a 24%4% guaranteed rate, 
the only change being in Option 3 
which was formerly on a 3% rate. 

The new low rate policy written on a 
$5,000 minimum is expected to be a 
popular form. The new paid-up at 85 
form replaces the ordinary life contract 
and is written on a $1,000 minimum. A 
new paid-up at 65 contract is designed 
to fit in with social security payments. 
The income for life contract ha$ been 
revised with $1,200 face value, $10 a 
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month maturity income and maturity 
value on males at 65 of $1,587. The 
$1,000 face value income for life policy 
will be continued for pension trust pur- 
poses and has been renamed retirement 
income. The modified income age 65 
policy has been changed to special in- 
come for life. A new rate book has 
been issued. Rates and 1946 dividends 
on the new and some of the revised 
forms follow: 

LOW RATE LIFE 
Rates on $1,000 Basis, Minimum $5,000 

Dividends at End of Policy Year 


Annual 
Age Prem. 1 5 10 2 
10 $13.11 $2.95 $3.04 $3.16 $3.40 
15 14.65 3.00 3.12 3.29 3.64 
20 16.33 3.05 3.21 3.41 3.87 
25 18.35 3.11 3.30 3.56 4.05 
30 20.91 3.20 3.44 3.75 4.32 
35 24.29 3.33 3.64 3.97 4.69 
40 28.77 3.51 3.84 4.31 5.15 
45 34.66 3.70 4.16 4.72 5.63 
50 42.48 4.00 4.55 5.17 6.17 
55 52.88 4.37 4.96 5.60 6.66 


LIFE PAID UP AT 8 PER $1,000 
Dividends at End of Policy Year 


Annual 

Age Prem. 1 5 10 20 
5 $14.61 $2.86 $3.12 $3.54 $4.48 
10 15.78 2.89 3.25 3.72 4.76 
15 17.21 2.96 3.37 3.90 5.08 
20 18.98 3.05 3.52 4.14 5.50 
25 21.18 3.17 3.70 4.41 5.95 
30 23.94 3.33 3.95 4.80 6.55 
35 27.49 3.53 4.30 5.22 7.27 
40 32.10 3.81 4.67 5.82 8.11 
45 38.55 4.20 5.29 6.66 9.27 
50 46.99 4.71 6.02 7.60 10.49 
55 58.56 5.40 6.92 8.73 11.97 
60 74.74 6.25 8.05 10.18 14.29 
65 97.81 7.33 9.49 11.97 16.71 


INCOME FOR LIFE 65 MALE 
$1,200 Face Amount, $10 Mo., $1,587 
_ Maturity Value b 
Dividends at End of Policy Year 
Annual 


Age Prem. 1 5 10 20 

5 $22.25 $3.52 $3.92 $4.55 $5.96 
10 23.84 3.56 4.10 4.82 6.42 
15 26.72 3.67 4.31 5.12 6.96 
20 30.41 3.80 4.55 5.52 7.66 
25 35.16 4.00 4.85 5.99 8.46 
30 41.41 4.25 5.27 6.65 9.52 
25 49.96 4.65 5.86 7.44 10.81 
40 62.14 5.03 6.55 8.56 12.43 
45 80.98 §.72 7.69 10.19 16.12 
50 111.85 6.70 9.29 12.44 eis 
55 172.72 8.45 12.01 17.53 


LIFE PAID UP AT 65 PER $1,000 
Dividends at End of Policy Year 


Annual 
Age Prem. 1 5 10 20 

20 $20.24° $.307 $3.57 $4.23 $5.67 
25. 22.93 3.20 3.77 4.54 6.19 
30 26.45 3.38 4.06 4.98 6.88 
35 31.23 3.60 4.45 5.48 %.%3 
40 37.95 3.92 4.91 6.21 8.78 
45 48.30 4.39 5.67 7.27 10.31 
50.7 64.74 :. (6:04, GES" San. Se. 
65 96.08 “6.42 8.28 10.84 9°37 

20 PAYMENT LIFE PER $1,000 

Dividends at End of Policy Year 
Annual 
Age Prem. 1 5 10 2 

20 $30.86 $3.28 $4.02 $5.01 $7.15 
25 33.13 3.40 4.20 5.27 7.57 
30 35.79 3.56 4.45 5.64 8.10 
35 39.01 3.75 4.77 6.02 8.69 
40 42.94 4.02 5.11 6.54 9.35 
45 48.30 4.39 5.67 7.27 10.31 
0 55.11 4.86 6.32 8.09 11.28 
55 64.53 5.51 7.14 9.07 12.50 
60 78.01 6.31 8.16 10.35 14.28 


‘45 Dividend Scale 


At its December meeting, Penn Mu- 
tual’s trustees voted to maintain the 
same dividend scale which has been in 
effect since 1941. 


State Mutual 
Scale Retained 


State Mutual announces that the 1946 
dividend schedule will be unchanged 
from the present level. 

State Mutual has changed the interest 
rate on non-withdrawable funds from 
3%4% to 3%. On funds left under set- 
tlement options, on accumulated divi- 
dends and on withdrawable proceeds, 
the rate remains 3%. 


Colonial Life Has New 
Increasing Cover Policy 


Effective Jan. 1 Colonial Life will is- 
sue a new weekly premium increasing 
whole life policy. This new contract 
will be issued at ages from 1 to 30, for 











OUR 40TH YEAR IS SETTING NEW RECORDS! 


November 19, 1945, the Indianapolis Life Insurance Com- 

pany will complete forty years of service. 

Our 40TH ANNIVERSARY YEAR is setting new records— 

—In GAIN OF INSURANCE IN FORCE—total in force 
now exceeds $151,000,000. 

—In GAIN OF ASSETS—total now exceeds $41,000,000. 

—In LOW LAPSE RATIOS—renewal lapse ratio for first 
nine months 1.55%. 


Business Increasing Since V-J Day 
New business has increased rather than decreased since V-J Day. 
OCTOBER WAS THE BIGGEST OF ANY OCTOBER IN THE 
COMPANY'S HISTORY! 
CAREER MEN — 
The Company has long been known as a builder of CAREER MEN. 
They are carefully selected and thoroughly trained. They become 
a happy part of a family-type relationship with Officers and Home 
Office personnel. 
THEIR AVERAGE EARNINGS ARE HIGH because they are SUC- 
CESSFUL, CAPABLE MEN. 


Indianapolis 
Life Insurance Company 


Indianapolis 7, Indiana 
A Quality Legal Reserve Mutual Company 


A. H. Kahler Edw. . 
Second Vice-President ar 


Supt. of Agencies 
General Agency opportunities still available, for men who can qual- 
ify, in a few choice cities in Indiana, Illinois, Ohio, Michigan, Texas, 
Minnesota and lowa. ’ 


A. Leroy Portteus 
Vice-President 








“The new booklet, YOUR 

\ LIFE INSURANCE, is just 

what we who are now far from 

home*want and need. Please send 

me 25 copies so that I can pass 
them on to othersvover here.” 


And so, in substance, 
have read numerous letters from our men in the armed serv- 
ices, following their reading of the Company's 32 page book~- 


let on National Service life insurance. 


Information and advice, if sufficient and impartial, is al- 
ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convert to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort., 


EQUITABLE LIFE OF IOWA 
Qounded 1967 


Home Office Des Moines 











20 


FieNATIONAL UNDERWRITER 





December 28, 1945 










































a 25 cent weekly premium. This pre- 
mium purchases a whole life policy for 
$250 (benefit graded for ages 1 and 2 at 
issue), with premiums ceasing at age 
65. The basic $250 of insurance is in- 
creased week by week from the day the 
policy is issued until it is fully paid. 
After premiums have been paid to age 
65, the insured will have a fully paid-up 
life policy for $250 plus the additonal 
amount of insurance which is in effect at 
the time premium payments are discon- 
tinued. 

In the event of lapse after premiums 
have been paid for three full years, the 
policy provides for automatic paid-up 











You Can Plan Today For 
Your Production and 
Home of Tomorrow 


through a 


RENEWAL 
| COMMISSION 
LOAN 


®@ PRODUCTION 

® WORKING CAPITAL 

®@ CUSTOMERS’ NOTES 
AND ACCOUNTS 

® POSTWAR 
OPPORTUNITIES _, 

® EXPANSION 

® HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
. . . the one source in the U.S. 
that specializes and really under- 
stands your needs. : 
A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 
A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 














extended term insurance in the amount 
of insurance which is in effect at the 
time the policy lapsed. Cash surren- 
der values and reduced paid-up insur- 
ance are also available after premiums 
have been paid for three full years. 

The policy also contains the loss of 
eyesight or limbs provision and acci- 
dental death benefit. 

A policy taken out at age one would 
have $395.63 additional insurance at the 
end of 20 years and $1,008.53 at age 65. 
One taken out at age 10 would have 
$312.67 in 20 years and $733.25 at 65. 
Started at age 20, there would be $213.02 
in 20 years and $447.52 at age 65, and 
a policy taken out at 30 would have 
$118.07 in 20 years and $214.00 at 65 of 





additional insurance. 


Security Mutual 
Has New Forms 


Security Mutual has announced the 
issuance of three new forms of insur- 
ance: 

(1) Income endowment at age 65, 
providing $10 for moles, or $9 for fe- 
males, per month for each $1,000 face 
amount, 10 years certain and for life 


thereafter. Cash value at age 65 is 
$1,548. , 
Subject to insurability, the insured 


at age 65 may elect $825 in cash and 
a paid-up participating policy for the 
principal sum, or a paid-up participating 
polcy of $2,141. This form does not 
replace the retirement income at age 
65 policy but is issued in addition to it. 

(2) 20 payment life. 

(3) Term to 65, to be issued only in 
conjunction with a basic policy on a 
permanent plan for a like amount. Two 
separate policies will be issued, but only 
One premium notice and receipt is re- 
quired. 

Annual premiums for income endow- 
ment at age 65 and 20 payment life are: 


Inc. 20 Inc. 20 
End. Pay. End Pay. 

Age 65 Life Age 65 Life 
10 $20.09 $22.62 40 $ 56.68 $41.62 
15 22.87 24.93 45 74.6 47.86 
20 26.27 27.07 50 104.31 55.87 
25 30.69 29.66 54 46.76 64.08 
30 36.59 32.75 55 66.45 
35 44.83 36.68 60 80.80 


Mutual Savings Now Issuing 
Retirement Income Plans 


Mutual Savings Life of St. Louis is 
issuing retirement income plans matur- 
ing at ages 55, 60 and 65. Policies are 
participating with dividends beginning 
at the end of the second year. The mini- 
mum policy is $2,000. Cash values and 
monthly life income, 120 months certain, 
per $1,000 face amount are: 


Retirement Cash Monthly Life Inc. 
ge Value Male Female 
55 1,998 $10 $8.99 
60 1,784 10 8.94 
65 1,587 10 8.90 


Annual premiums per $1,000 (the rate 
being the same for males and females) 
are: 


Age Ret.Inc.55 Ret.Inc. 60 Ret. Inc. 65 
15 $ 36.58 $ 28.68 $ 23.10 
25 53.92 40.53 31.67 
35 89.57 62.55 46.35 
45 197.85 114.65 76.15 





Home Beneficial Revises Rates 


Home Beneficial has revised its pre- 
mium rates in all departments, effec- 
tive Jan. 1. In the ordinary and inter-- 
mediate departments, annual premium 
ordinary life, limited payment life and 
endowment at age 65 premiums remain 
unchanged at the lower ages, but other 
endowments are increased throughout. 
There is no change in single premium 
life. or endowment premiums. 


Lt. Col. H. O. Carlson, actuary of 
Reliance Mutual Life, Chicago, has 
been released from the army and is in 
Florida but will return in February to 
his duties at the home office. 


“The Little Gem Life Chart” will give 








the “dope” on more than 160 companies. 
$2.50 from National Underwriter. 


Free Newark C.L.U. Course 
for Returning Veterans 


NEWARK—Because of the demand 
by returned veterans to take advantage 
of free instruction offered through vet- 
erans’ rights, a new C.L.U. course 
(Section A.) will be started Jan. 2 at 
Newark University. Albert Schick of 
Prudential will be in charge. 





W. S. Hein to Newark Post 


W. Scott Hein has been appointed as- 
sistant manager of Sun Life of Can- 
ada in Newark. Boucher R. Wright 
is manager there. 

Mr. Hein has been acting manager 
in Cincinnati. He has been with the com- 
pany 36 years and at one time was in- 
structor of agents. 





Now Tice & Jeffers Supervisor 

Lt. Col. Gerald A. B. Woodley, after 
five years in the army, has returned to 
the Tice & Jeffers agency of Midland 
Mutual Life, Columbus, O., which he 
joined in 1930, and has been named 
agency supervisor. Col. Woodley for 
three years has been director of per- 
sonnel, G-1, of the army’s highest staff 
college. 


Mulock at Wausau Rally 


E. H. Mulock, president of Central 
Life of Iowa, attended the agency meet- 
ing and Christmas party of the C. C. 
Tucker agency at Wausau, Wis., at- 
tended by 25 agents and their wives. 





Wichita Election in January 


The Wichita General Agents & Man- 
agers Association is holding its election 


in January. The usual Christmas 
“stag” was called off this year. At the 
December meeting Paul Jernigan, Penn 
Mutual, and O. Lynn Smith, Connec- 
a aa discussed “Financing New 
Men”. 





San Francisco Xmas Luncheon 


The San Francisco General Agents & 
Managers Association held its Christ- 
mas luncheon Dec. 21 with a large at- 
tendance. Among the guests were 
Henry E. North, vice-president of 
Metropolitan Life on the Pacific Coast, 
and Ernest W. Owen, retired manager 
of Sun Life of Canada at Detroit and 
now with the British Consulate in San 
Francisco, who told a number of stories, 
closing with a brief and impressiye 
message. Community singing was led 
by Kearney Walton, general agent of 
Provident Mutual Life. 





Englehart Returns to Portland 


Philip Englehart, general agent of 
Massachusetts Mutual Life in Port- 
land, Ore., has returned to that post 
after retiring as chief of transportation 
in Washington, D. C., with the rank 
of major. He served in the first war as 
a private. 





San Antonio Meetings Held 


SAN ANTONIO, TEX.—Henry W, 
Stanley, manager chamber of commerce, 
outlined prospective devélopments in the 
territory before the San Antonio Life 
Managers Club. Life insurance men 
should be in a position to render a truly 
professional service, he said. 

At a luncheon meeting of the San 
Antonio Agency Cashiers Association 
Mrs. Connie Blaisdell, Republic Na- 
tional Life, was elected secretary to 
succeed Mrs. Lucille Wingert, who ex- 
pects to retire from office work. 
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M’Arthur Chairman, 
Penny President of 
Standard Life, Pa. 


Alfred Mac Arthur has been elected 
chairman and W. S. Penny president 
of Standard Life 
of Pittsburgh. Mr. 
Mac Arthur, who 
is president of Cen- 
tral Life of Chi- 
cago, recently ac- 
quired control of 
Standard Life. Mr. 
Penny, formerly 
director of agencies 
of Sun Life of 
Canada and later 
with Continental 
Assurance, has 
been with Central 
Life for the past 
several months. 

John C. Hill, who has been in ill 
health, is the retiring president of 
Standard Life. His brother, Elgin A. 





Alfred MacArthur 








W. S. PENNY 


Hill, who was secretary-treasurer, left 
at the time that ownership changed. 

J. J. Shambaugh is now secretary- 
treasurer. 





Pacific Mutual 
Retains ‘45 Scale 


Pacific Mutual Life will continue its 
dividend scale of 1945 through 1946. 


Provident Life, N. D., to 


Pay All War Death Claims 


_ Provident Life of Bismarck, N. D., 
is paying all death claims on service- 
men in full without regard to war 
clauses in the policies. 

It has eliminated the war clauses in 
New policies and has declared war ex- 
clusion riders on existing policies inef- 
fective. 


Ohio State Leaders Announced 


The Bakersfield, Cal., general agency 
of Ohio State Life, headed by L. C. 
Hall, exceeded its quota by 374% and 
Won first honor in a campaign honoring 
President Claris Adams. The Bakers- 
field agency will be awarded a victory 
trophy. 

The Pittsburgh Agency, A. E. 
D’Emilio, manager, wrote the largest 
volume, exceeding its quota by 244%. 

€se two agencies were followed by 
Toledo, Cincinnati, Harrisburg, Los An- 
eles, Fort Wayne, Columbus, Marion, 

ansfield, Newark Port Huron and 
Cleveland. 

Alfred Guay, Los Angeles general 
agent, was paid-for volume leader for 
the second straignt year, and will be 
awarded a $100 victory bond. Tne next 





13 Metropolitan 
Officers Advanced; 
Fitzhugh to Canada 


Metropolitan Life announces that the 
superior titles have been assigned to 
13 of its officers. 

Horace R. Bassford, formerly vice- 
president and actuary, becomes vice- 
president and chief actuary. 

Reinhard A. Hohaus and Malvin E. 
Davis, formerly associate actuaries, each 
now has the title of actuary. 

James M. Campbell and Gale F. 
Johnston, formerly third vice-presidents, 
are elevated to second vice-president. 

Eugene A. Schmids, formerly assist- 
ant treasurer, becomes third vice-presi- 
dent. 

Lawrence K. Farrell, formerly assist- 
ant vice-president, also advanced to 
third vice-president. 

Gilbert W. Fitzhugh, formerly assist- 
ant actuary at the home office, is trans- 
ferred to the Canadian head office as 
assistant general manager. 

T. Arnol Crowther, formerly adminis- 
trative assistant in the actuarial division, 
becomes assistant actuary. 

Howard Thiel, formerly manager, con- 
troller’s office, is now assistant con- 
troller. 

William S. York, who formerly was 
associated with the actuarial division 
and recently returned from military 
service, is named assistant controller. 

Harold N..Broadbent, formerly ad- 
ministrative assistant in the secretary’s 
office, becomes assistant secretary. 

Walter E. Hollenbeck, clerk of the 
board of directors and its committees 
and secretary to the chairman of the 
board, is appointed assistant secretary. 





Moore & Haines Is 
N. E. Mutual Phila. 


Partnership 


Albert W. Moore, New England Mu- 
tual general agent in Philadelphia, is 
taking into partnership Caspar 


Haines, the firm name becoming Moore . 


& Haines, general agents. 

Mr. Haines graduated from Culver 
Military Academy in 1923, and attended 
Haverford College for a year before 
going into highway engineering. 

He entered the life insurance business 
in Des Moines in 1930. Eight years 
later he joined New England Mutual 
there, transferring to Philadelphia in 
1940 as agency supervisor. 

He went into the army air force in 
1942, and served until he was discharged 
last March as captain. Much of this 
time was spent overseas. He saw ac- 
tion in the African campaign, in Malta, 
Italy, and Corsica. 

Mr. Moore graduated from Colgate 
in 1917 and joined New England Mu- 
tual at Philadelphia two years later, 
and was admitted to partnership with 
Messrs. Marston and Smalley in 1926. 

Following the retirement of the for- 
mer and upon the death of the latter, 
he became sole general agent in 1937. 
He is a past president of the Philadel- 
phia Association of Life Underwriters 
and is currently vice-president of the 
Philadelphia Life & Trust Council. 








four leaders in paid-for insurance are 
Mr. D’Emilio; J. C. McFarland, Cin- 
cinati general agent; W. B. Stevens, 
Cincinnati, and R. J. Geary, Fremont. 

In the two-month campaign the total 
paid-for volume amounted to $4,234,042, 
an increase of 25.7% over the 1944 cam- 
paign and 18.3% over the 1943 cam- 
paign. 


s 





Capt. Crosson Hays, released from 
the army, has rejoined the Blosser & 
Hill agency of Aetna Life in Toledo as 
home office representative in the group 
department. 
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Above—Average Underwiiters 


will want to know more about 
these company averages for the first nine months of 1945: 


Average number of producers per month 118. 
Average monthly production per producer — $15,406. 
Average monthly earnings paid top 40 men — $846.42 
Average increase all companies 
(ordinary only) 1945 over 1944 11%. 


Western Life increase 1945 over 1944 59%. 
(1944 was best in 34 years’ history) 

September Beat the Yearly Averages— 
Number of producers in September 129. 
Average production per producer $20,477. 


There’s a Reason. Ask one of our Fieldmen. He will tell you 
why he is happier with Western Life and how he is making more 
money then he ever made before. Or write direct to the Home Office 
—the reason is no secret and is yours for the asking. Check our 
financial Statement. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA Since 1910 MONTANA 
; Assets $21,387,766 
Surplus to Policyholders $2,650,000 
R. B. RICHARDSON LEE CANNON 


President Agency Vice President 











How's Your Future? 


Do, you think you could do better as general 
agent for a progressive, fast growing, South- 
ern company—the assets of which have in- 
creased 214 million dollars in the past 12 
months? Some of the available territories are 
listed below! 


AGENCY OPENINGS 


Jackson, Miss. 
Tyler, Texas 
Austin, Texas 





Jackson, Tenn. 

Charleston, W. Va. 

Augusta, Georgia 
Corpus Christi, Texas 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 
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FRATERNALS 


Ky. Congress Names 


Turner President 


Henry F. Turner of Modern Wood- 
men was elected president of the Ken- 
tucky Fraternal Congress at the annual 
meeting in Paducah; August Faubel, 
Aid Association for Lutherans, first 
vice-president; Inez Lincoln, Woman’s 
Benefit, second vice-president, and Ella 
Meade Palmer, Maccabees, reelected 
secretary-treasurer. 

Mrs. Jessie Houston, national chap- 
Jain of Woodmen Circle, installed the 
officers, asisted by Spaulding Michot 
of Ben Hur. In spite of a heavy snow 
throughout the state, the congress was 
well attended. 

Mrs. Lois Waterfield, Murray, retir- 
ing president, presided and gave her 
annual report, expressing optimism 
over the future of fraternals. Secretary- 
treasurer Palmer gave her eighth an- 
nual report. 

E. H. Palmer, state manager of Mac- 
cabees, talked on “The Need of Im- 
proved Legislation,” outlining features 
of the uniform fraternal code which is 
being worked on by a committee of 
the National Fraternal Congress and 
expressed hope the Kentucky congress 
would be prepared to present this bill 
to the staté legislature as soon as it 
has been adopted by the N. F. C. and 
the commissioners. Many states have 
adopted laws more favorable to frater- 
nals than Kentucky, he said. There is 











LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
six years old — $118,500,521 in 
force. Mortality experience 1944 
—39.16%. Rate of assets to 
liabilities—110.11%. 

* 

Our new agents’ contract, with 
retirement program, has been 


enthusiastically received by our 
agency force 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 
Herman L. Ekern, President 
608 Second Avenue So., Minneapolis 2, Minnesota 





“Since 1{868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 


e FAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 
726 HM. WATERSTREET ~ MILWAUKEE 2, WISs 

Whole Family Life Ineurance for Catholics 
THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme Presideat Supreme Secretary 


Port Huron, Michigan 

















great need for improvement by remov- 
ing the limitation on writing insurance 
for children and in Sevaveses eligible 
beneficiaries. Spaulding Michot, Ben 
Hur, and Mrs. Hulda Donohoe, Spring- 
field, state manager of Woodmen Circle, 
discussed the paper. 


Reports on Legislation 


John Clifford, Modern Woodmen, re- 
ported for the legislative committee, 
saying no new bills should be proposed 
in the next legislature. He urged mem- 
bers to guard the interests of fraternals 
against adverse legislation. It was the 
consensus the congress would be glad 
to support any bills approved by the 
Ne BC. 


Miss Inez Lincoln, state supervisor 
of Woman’s Benefit, read a paper on 
“The Promotion of Field Work.” Frat- 
ernals have a great opportunity to gain 
popular support of returning veterans 
by promoting lodge and social activity, 
she said. She advocated streamlining 
lodge activities so they would appeal 
to people of all ages. 

Mrs. Donohoe discussed field work, 
stating there is a challenge to managers 
and field workers of fraternals to render 
a greater service to members and to 
place insurance protection to fit their 
needs. Mrs. Ethel Nelson, Royal 
Neighbors, Paducah, discussed the sub- 
ject, giving personal experiences in sell- 
ing fraternal insurance. 

At a dinner meeting, Mrs. Lois Wat- 
erfield was mistress of ceremonies. 
Secretary Palmer introduced state lead- 
ers. Judge H. F. Turner, national di- 
rector of Modern Woodmen, talked on 
“Fraternal Insurance,” telling of its 
origin and the service it has rendered. 





Sebastian Field Manager 
of W. O. W., Denver 


J. Dolan Sebastian has been appointed 
field manager by Woodmen of the World 
of Denver. He has been home office 
field representative of Lafayette Life sta- 
tioned at Lincoln, Neb., which connec- 
tion he resigned. 


Mr. Sebastian’s father was an agent 
of New York Life in Nebraska, where 
the son was born. The family moved to 
North Platte, Neb., in 1910. After grad- 
uation from University of Nebraska Mr. 
Sebastian joined his father in the life in- 
surance business in 1930. Later for seven 
years he was agent of Minnesota Mutual 
and then associate general agent until 
1940 when he was appointed general 
agent by Lafayette Life for western Ne- 
braska. He did much organization work 
for the company and in 1942 was ad- 
vanced to home office representative cov- 
ering Nebraska, Iowa and Missouri. 

Mr. Sebastian is past president of the 
Western Nebraska Life Underwriters 
Association. He has been active in vari- 
ous civic organizations and also for 24 
years in the Boy Scouts, and has written 
many magazine articles on Scouting. 








H. C. Hall Heads Farm Group 


Henry C. Hall, supervisor of farm 
loans for Connecticut Mutual Life, has 
been elected chairman of the Farm 
Study Conference, which is made up of 
farm loan executives of a score of life 
companies. The conference was organ- 
ized last February. 

Mr. Hall served as lieutenant colonel 
in the chemical warfare service during 
the war. 





Detroit Men Peddle Papers 


Many life men who were newsboys 
in their youth helped the Goodfellows 
sell newspapers for charity so that no 
Detroit child would be without a Christ- 
mas. F. E. Pomeroy, manager New 
England Mutual, “peddled” his papers 
at the life underwriters’ meeting. Oth- 
ers who participated in the sale on 
various street corners were Joseph Cam- 
den, Marc Graham and E. L. Matyn, 
Travelers; H. C. Colegrove, Conserva- 
tive a Isaac Fromberg, Lincoln Na- 
tional; L. J. Goodman, Mutual Life; 


J. L. Kampfert, Bankers Mutual, and 


Nathan A. Vine, John Hancock. 





Thurman to Raleigh Post 


James T. Thurman, who has been su- 
pervisor Heard agency of Penn Mutual 
in Atlanta, has been transferred ‘to 
Raleigh, N. C 





New Union Life, Va., Directors 


Union Life of Richmond, Va., has in- 
creased its board and elected four new 
directors: E. H. Mears, first vice-presi- 
dent and general manager; J. P. Bald- 
win, secretary; Clarendo E. Woodruf, 
assistant treasurer, and S. Ryland, 
vice-president and trust officer of the 
First & Merchants National Bank of 
Richmond.. 





Continental ‘45 Payment $1.50 


With the payment of an extra divi- 
dend of 30 cents, the total distribution 
of Continental Assurance per share dur- 
ing 1945 was $1.50. This consisted of 
four regular quarterly dividends of 30 
cents and the extra of 30. This compares 
with a distribution of $1.25 in 1944 con- 
sisting of four quarterly dividends of 
25c and an extra of 25. 





NEWS BRIEFS 


V. L. Drury of Philadelphia, manager 
of Sun Life of Canada, is visiting his 
folks at Peoria, together with Mrs. 
Drury and his sons, Paul, now retired 
as lieutenant (j.g.), winner of several 
decorations, and William. Mr. Drury 
played host to a Christmas. party of 
his entire staff just prior to leaving. 

Cliff E. Miller, secretary of the Pe- 
oria office of Sun Life of Canada, has 
been transferred to Philadelphia, suc- 
ceeding C. F. Marchant, who is enter- 
ing the sales field. 

Wallace Daniel, 60, for many years 
an agent of Provident Mutual Life in 
Atlanta, and more recently with Union 
Central Life, died at his home there. 
He was long prominent in insurance 
and civic activities. 

Home office employes of the Atlantic 
Life received 5% of their annual sal- 
aries as a Christmas gift. 

Gaius W.: Diggs, general agent at 
Richmond of Penn Mutual Life, has 
resigned as chairman of the city ration 
board there, a post he had held through- 
out most of the war. 


Dr. John B. Steele, medical director 
of Volunteer State Life, with which he 
has been associated for 35 years, has 
been awarded the Chattanooga Kiwanis 
Club annual service award “for promi- 
nent accomplishment in civic work.” 

G. A. L’Estrange, vice-president and 
agency director of Wisconsin National 
Life, has been elected president of the 
Oshkosh Community Chest. He was 
previously chairman of the executive 
committee. 


First Report Issued on 
Accident & Health Survey 





(CONTINUED FROM PAGE 3) 
— gain. Details are shown in Table 


The 149 stock companies of 233 com- 
panies reporting wrote 63% of the total 
accident and health premiums or $205, 
160,285 in 1942 compared to 69% or 
$127,101,496 of the 1938 total. The 53 
mutuals wrote $109,531,733 or 33% of 
the 1942 total and 26% or $46,712,807 
of the 1938 total. The 29 assessment 
companies wrote $11,885,035 of the 1949 
total or 4% and $9,858,115 or 5% of the 
1938 total. The two reinsurance com- 
panies wrote $46,174 in 1942 and $29. 
628 in 1938, about .02% of the total 
both years. 


Gains by Classes 


Of greater significance than distribu- 
tion of premiums by classes or types 
of carriers is that by classes of busi- 
ness, the report states. In 1938, the 
largest amount of premiums was attrib- 
utable to commercial contracts, which 
represented 25% of the total premiums, 
In 1942, while premiums on commercial 
contracts, had increased by 26% in 
amount, they were 25% of the 1942 total 
and had yielded first place to group 
insurance which had been in_ second 
place in 1938 with 24% of the total. 
In 1942, group premiums, having in- 
creased 197% since 1938, were 40% of 
the total. The largest relative increase 
was in hospitalization. Its premiums 
increased by 681%, moving it from 
eighth place in 1938, with 1% of the 
total premiums, to seventh place in 
1942, with 3% of the total. 

The volume of premiums is somewhat 
overstated, the report points out, since 
it includes some foreign business and 
provision in weekly premium industrial 
premiums for life insurance. Of the 233 
reporting, 17 carriers, or 7% wrote some 
foreign business, but it is believed that 
the amount was not significant; 160, or 
68%, reported that all their business 
was written in the U. S. or its territorial 
possessions. The remainder, 57, gave no 
information on this point, but they prob- 
ably did little if any foreign business. 
Many companies report that 20% of 
their weekly industrial premiums are 
charged for death benefits; others do 
not include benefits for death by natural 
causes, 


Life Contracts 


In addition to the premiums written 
under accident-and-health contracts, pre- 
miums for disability insurance written 
under disability provisions of life-insur- 
ance contracts amounted in 1938 to $62,- 
919,862 (306 carrers); in 1942 to $59, 
473,178 (303 carriers); and in 1943 to 
$57,679,334 (305 carriers). 

Details by class of business are shown 
in Table II. 

Experience of 215 companies furnish- 
ing complete data and writing a major 
portion of the total volume shows that 











OVER THE GOAL! 


Woodmen went far over the goal in their 60-days 
“President Newberry Appreciation” membership cam- 
paign that ended December 1. 


Their goal—15,000 new members and 20 million dol- 
lars of insurance protection—was topped by enrolling 
over 16,000 members and writing over $20,500,000 of 
new Woodmen insurance protection. 


WOODMEN OF THE WORLD 
Life Insurance Society 
OMAHA, NEBRASKA 
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incurred losses amounted to 55% of the 
earned premiums for the five year period 
(1938-42). The stock companies had a 
joss ratio of 51% on all classes, mu- 
tuals 64%, assessment 64% and recipro- 
cal 42%, the later figures representing 
limited business, the only class written. 
The loss ratio by class of business fol- 


lows: 
Stock Mutual Assess. 


total earned premiums. The 117 carriers 
in the group having the lowest loss 
ratio had a combined loss ratio of 40%; 
43 in the next group, 51%; 27 in the 
third group, 59%; and 28 in the group 
having the highest ratios, 72%. This 
data is provisional and subject to cor- 
rection, the report points out. Loss ra- 
tios by classes of business ranged from 
34% for the limited business of 61 car- 


in some cases, doubtless, to smali volume 
of premiums or the peculiar situations 
of single carriers. 

In making the survey a list of car- 
riers was drawn up from all available 
sources and a questionnaire was sent 
to 619 carriers. It was found that 390 
carriers wrote accident and health in- 
surance as a business at some time dur- 
ing 1938-42. The survey does not in- 


a serious threat to the economic security 
of their families. The bureau has been 
aware of the increasing amount of pro- 
tection provided through private insur- 
ance companies against wage loss and 
medical costs incident to disabilities 
resulting from diseases and nonindustrial 
accidents. In 1942, when the services 
of a competent authority in the insur- 
ance field could be secured, plans were 


falc ee et 40% 51% 69% é : : , 
Seuitalization 59. 60 ©@©6©664..~—~—«é'iers: to 75% for the group business of clude the operations of fraternal associa- 
Sh male 73 7 é : Cpe it ti 1 1 benefit as- Made to study the scope and extent 
SN OSRRece eee 73 78 as 60. Table IV gives loss ratios in detail tions, employer or employe benefit as £ oriedte'i ast the isk,” 
Non-cancellable Bs 65 87 53 by class of business and by loss-ratio sociations, nonprofit hospitalization or “a poor nena agains se risks, 
BONING coc nase we “pears ° ‘ 
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Weekly prem. ....... 40 43 26 Ratios for noncancellable contracts exc usively in hospitalization insurance. . fh ith d di bili pa 
Limited «..+--++++++05 32 45 29 have little value in themselves or for It likewise excludes medical payments S!0M Of health and disability studies as- 


Table III shows a more detailed anal- 
ysis Of loss ratios. : 

Of the 234 carriers included in the 
survey, 215 furnished figures from which 
the ratio of incurred losses to earned 
premiums (less dividends or other re- 
funds to policyholders) could be cal- 
culated. The experience of the carriers 
was divided in accordance with the 
size of their loss ratios, both over-all 
and for each class of business. _Loss ra- 
tios were then calculated by loss-ratio 
groups, each group having 25% of the 


comparison with those produced by 
other classes. Many carriers which have 
such business on their books have long 
since discontinued writing new business 
and are taking heavy losses; since the 
probability of loss in this class increases 
with age, loss ratios for a short period, 
especially if premium volume is increas- 
ing, do not conform to long-term re- 
sults; further, contracts called “noncan- 
cellable” vary greatly in their terms. 
Ratios by class of company and class 
ef business show wide variations, due 








Table I—Net premiums, accident and health insurgnce: Amount written 
in 1942 and 1938, and absolute and percentage increase, by class of 
carrier—233 carriers 





written in connection with liability in- 
surance contracts, figures on which are 
not available separately. 

Of the 390 carriers, 234, or 60%, filed 
usable questionnaires, varying, however, 
in the degree to which the answers ap- 
proach completeness; of the 234, 178, or 
76%, filed supplementary questionnaires. 
Limited information concerning the 
greater part of the remaining 156 is 
available from published and _ other 
sources. While these 234 carriers rep- 
resented 60% of the number of accident 
and health insurance carriers, they 
wrote, in 1942, more than 90% of the 
premiums and were, with two minor ex- 
ceptions, doing an accident and health 
insurance business in that year. 

Classification of accident and health 
contracts by type presented consider- 


sisted Mr. Blanchard. 

The findings will be presented in a 
series of bulletins, three of which have 
been released. Subsequent bulletins will 
deal with expense ratios, acquisition 
costs, and other aspects of the data col- 
lected. 

As originally conceived, the study had 
a wider scope but it had to be restricted 
because of practical difficulties, largely 
due to war conditions. The same cir- 
cumstances have delayed the publication 
of the statistics that were compiled. 
Even though the volume of business has 
increased considerably since 1942, the 
over-all relationships between premiums 
and losses, premiums and _ operating 
costs, etc., have probably remained sub- 
stantially unchanged, so that the analy- 
sis presented is still valid, Mr. Falk 


Amount Increase, 1942 over 1938 . JS - - stated 

Class of carrier 1942 1938 Amount % able difficulty, it is pointed out. While § ms ee ee 

ie CIMENON 6s Paes AeRS GOoe Sead Wee 3 $326,623,227  $183,702,046 $142,921,181 78 classes of contracts are generally recog- ,/n his work, Mr. Blanchard was as- 
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CEES ad a a 32,206,724 15,689,655 16,517,069 105 down clear definitions revealed that ¢° ‘A ‘det Und ‘ \ can 
Monthly premium ,..........+.++seeeeeee pitt tion ao pe ase these classes are not clearcut. They are & lat ent — ir Predera or me, 
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Multiple-line casualty Pa en ee ere 39,693,090 27.452,24 12,240, . . . ssociation. 
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OTN 5 sf. Wook Fs eek Ws Feme heees 29,388,266 7,487,428 21,900,838 293 fluence the classification of a particular 
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TE SER ieee ear a iat alee ah rd 2,155,769 1,875,659 280,110 13 greater variety in accident and health ju wy 


Table II—Net premiums, accident and health insurance: Amounts writ- 
ten in 1942 and 1938, and percentage distribution and increase, by class 
of business—233 carriers 


contracts than is found in any other 
branch of the insurance business. 

During the five-year period of the 
53 reporting mutuals, 18 paid dividends 
to policyholders amounting to about 
$35 million. 


Two prominent insurance attorneys 
were elected to office in the American 
Bar Association at its meeting in Cin- 
cinnati last week. Willis Smith, Ralegh, 
N. C., the new president, served two 


No. of Amount! % Distribution Inc.,1942 over 1938 : 2 
Class of business carriers 1942 1938 1942 1938 Amount % ‘ } . terms as peeeeyt of the fnew gg» 
All classes ..... 233 $326,623,227 $183,702.046 100 100 $142,921,181 78 Serious Economic Threat Association 0! Insurance ounsel, € 
Commercial ........ 119 81,433,585 64,636,404 25 35 16,797,181 26 has a large insuran¢e practice in Ral- 
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getty =: - pose beach 7 n. H eer aat = out that the amended social security act Mr. Smith after his election. 
mw 28, . , 869,28 72,3 f : . e e . . 
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Miscellaneous ...... 262 663,321 171,974 (4) (4) 491,347 2x6 the duty of studying and making recom- general counsel National Life of Ver- 
Unallocated ........ (3) 13,647,125 9,271,067 4 5 4,376,058 47 mendations as to the most effective mont, was elected to the board of 
Wnallocated premiums, amounting to 5% of the total in 1938 and 4% in 1942, were Methods of providing economic security governors and was also chosen one of 


reported by carriers unable to classify data in accordance with the classification adopted for 


this survey. 


*Includes carriers which reported no allocation of premiums by class of business. 


Included in miscellaneous. 
‘Less than 0.5%. 
‘Includes railroad business. 


through social insurance. “The division 
of health and disability studies in the 
bureau of research and statistics has 
compiled evidence which leaves no 
doubt that disability of wage earners is 


the three members of the budget com- 
mittee. On his way west, Mr. Davis 
encountered the 48-inch snowfall in the 
vicinity of Buffalo, which delayed his 
train 14 hours. 








Table III—Loss ratios, accident and health insurance: Incurred losses to earned premium! by class of carrier 
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Table IV—Loss ratios, accident and health insurance: Incurred losses to earned premiums! by class of carrier 
ness and loss-ratio groups,” 1938-1942—215 carriers? 
All classest z Commercial Hospitalization Group Noncancellable Franchise Monthly premium Weekly premium Limited 
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1Less dividends or other refunds to policyholders. 
*Group 1, carriers having lowest loss ratios in each class; group 2, next highest; group 3, nefor each class. 
Xt to highest; group 4, highest. Each group comprises carriers having 25% of earned premiums 
®*These ratios calculated from data filed by 215 carriers, many of which furnished incomplete breakdowns (or none 
‘Includes figures reported for miscellaneous business and unallocated. 


at all) by class of business. 
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tion provisions was adopted in nine more 
states in 1945, thus raising to 34 the 
number of jurisdictions in which the new 
provisions have been enacted or may be 
made operative. The 14 states in which 
the model bill requires adoption are: 
Arizona, Idaho, Kansas, Louisiana, Min- 
nesota, New York, North Dakota, Ohio, 
Oklahoma, South Dakota Texas, Utah, 
Washington and Wyoming. 

It would unquestionably facilitate 
adoption of the uniform bill in the re- 
maining states if New York state were 
to approve it on its forthcoming legis- 
lative session. If the Empire State failg 
to act soon, confusion may*be encoun- 
tered in 1948, when the existing Guertin 
laws become operative. 


Social Security Study 


Early in 1945, the ways and means 
committee of the House set up a staff of 
experts for the purpose of making a 
fact-finding study of costs of existing 
coverage under the social security act, 
and also of the enlarged and extended 
coverages proposed in the Wagner- 
Murray-Dingell bill. The determination 
of such a study is necessary before any 
substantial revision of the social security 
act can be undertaken by Congress. 
While a complete report of the experts 
has not yet been submitted, some pre- 
liminary ‘figures on the cost of existing 
coverages were said to have profoundly 
shocked committee members. 

Late in the year, the administration 
sponsored a separate measure—the so- 
called national health insurance program 
—embracing hospitalization and medical 
care and coverage for disability begin- 
ning at age 18. The health insurance 
proposals submitted were similar to those 
already included in the Wagner-Murray- 
Dingell bill. 

In the event Congress turns its at- 
tention to a revision of the revenue laws 
the committee on federal law and leg- 
islation of the National Association of 
Life Underwriters is prepared to urge 
adoption of the Bridges-Goodwin bill, or 
one similar to it, for a credit or deduc- 
tion from gross income of a stipulated 
amount of premiums paid each year by 
an insured person. Also to be advo- 
cated is the restoration of the specific 
exemption of $40,000 of life insurance 
proceeds from the federal estate tax, 
which exemption Congress removed in 
1942 as a war revenue measure. 


Private Pension Plans 


The fear of some company men and 
underwriters that pension plans would 
level off sharply after the war and upon 
repeal of the excess profits tax appar- 
ently was not well founded. The rea- 
sons for the general retention of pres- 
ent plans, as well as the development 
of new ones, are becoming fairly obvious. 
Corporation earnings during the recon- 
version period are expected to be’ sub- 
stantial, while their combined normal 
and surtax rates may remain close to 
40%. The morale value of pension plans 
has taken firmer root, and this is of pri- 
mary importance. Both management and 
labor favor replacement of aged em- 
ployes with younger ones, employment 
is made more stable, the employe is 
more loyal and efficient, and the em- 
ployer is discharging a moral and social 
obligation to his employe at retirement. 
A multitude of new corporations in 
process of organization for the postwar 
trade will be a fertile field for pension 
plans, whie many going concerns that 
have been too busy to see the pension 
trend are ripe to fall in line. 


Field Operations 


Ever active in the public interest, life 
underwriters of the nation kept their 
shoulders to the wheel in all major war 
bond drives of the past year. Many of 
thefm found time too for studies leading 
to the C.L.U. designation while others 
qualified for the new national quality 
award. 

Returning from the battlefronts, vir- 
tually thousands of agents found hep- 


ful tools set up for them in specially de- 
vised refresher courses held in home 
offices and agencies. One state asso- 
ciation alone raised a considerable sum 
to establish a department of education 
and training at national headquarters. 

Through the earnest -efforts of the 
membership committee, enrollment in 
the National Association of Life Under- 
writers reached 37,023 at its fiscal year, 
June 30, 1945, a gain of 4,615 over the 
previous year. The immediate goal is 
40,000 members. 

The contention of agency heads and 
underwriter groups is that higher effi- 
ciency of the agent raises the amount and 
quality of his production. The surveys 
of rent years appear to justify their posi- 
tions. If the past is a criterion, the out- 
look for the future in this respect is, very 
bright. 

During the past year, a well-considered 
plan to merge the Association of Life 
Agency Officers and the Life Insurance 
Sales Research Bureau was effected 
under the name of Life Insurance 
Agency Management Association. The 
new organization elected Wendell F. 
Hanselman, president, and John Mar- 
shall Holcombe, Jr., managing director. 


Company Associations 


The American Life Convention and the 
Life Insurance Association of America 
have proposed to operate through sev- 
eral joint committees and furnish joint 
services to their member companies. One 
of the principal joint undertakings is 
broad research into investments. The 
latter organization named Dave E. Sat- 
terfield, former congressman, as execu- 
tive director, and Bruce E. Shepherd, its 
former actuary, as manager. 

Expanding further its information to 
the public and improving its existing 
public relations services, the Institute 
of Life Insurance won high approval 
throughout the industry. The institute 
has effectively filled a much needed serv- 
ice to everyone interested in or affected 
by life insuranee. 


Anti-inflation Campaign 


One of the outstanding contributions 
by industry has been the campaign spon- 
sored by Life Insurance Companies in 
America in conjunction with the federal 
government, to arouse the public to the 
dangers of inflation. This well distribu- 
ted publicity had as its objective the 
preservation of the financial health of 
the nation through the public’s exercise 
of thrift by the purchase of war bonds, 
adequate life insurance and other sav- 
ings, and the spending of money for 
essential needs only. 


Through the co-operation of 143 sus-’ 


taining companies, the Life Insurance 
Medical Research Fund has been 
launched. The new fund will conduct its 
own rsearch and also will assist existing 
institutions in their studies. Special re- 
search into heart and arterial diseases 
will be studied first. Announcement of 
the plan was made by President M. A. 
Linton of the Provident Mutual, chair- 
man of the organization committee. 


The Test of Time 


The devastating effects of the war 
present a challenge to all to help solve 
the complex issues and problems of the 
times. 

Thoughtful citizens everywhere are 
confident the public’s level headedness 
and common senes will prevail and that 
all major questions will be fully and 
finally resolved. They see a determined 
adherence to the system that has made 
it possible for the people to be both 
free and secure. 

The frontiers of America are open for 
scientific development and growth for a 
period of time as yet unknown. For the 
people a higher standard of living is on 
the horizon now and for the future. 

Life insurance is helping to build a 
secure and enduring America. Its char- 
acter indicates that its purposes will be 
fulfilled. 


Zimmerman to 
New Agency Body 


(CONTINUED FROM PAGE 1) 
tor of the bureau schools of agency 
management, whose graduates number 
more than 2700. He is a C.L.U. 

Miss Stevens has been with the Re. 
search Bureau since it was organized in 
1923. She graduated from Smith Col. 
lege in 1921 and was with Phoenix My- 





st 


Lew Chapman Elizabeth Stevens 


tual until she went with the Research 
Bureau. In that organization she has 
been office manager. She is also secre- 
tary-treasurer of L.I.A.M.A. 

Capt. Zimmerman graduated ‘rom 
Dartmouth in 1924 and immediately 
thereafter became executive secretary of 
New York Association of Life Under- 
writers. Two years later he entered field 
work with the Fraser agency of Con- 
necticut Mutual. He was appointed 
general agent for Connecticut Mutual in 
Newark in 1931 and was transferred to 
Chicago in 1937. In 1939 he was elected 
president of N.A.L.U. and traveled 55,000 
miles and visited agencies in 100 Cities 
during his administration. He entered 
the navy in 1942 as a lieutenant com- 
mander. Recently he has been coordi- 
nator for war bonds with headquarters 
at Washington. 

Membership of the L.I.A.M.A. con- 
sists of 139 U. S. and Canadian com- 
panies representing 92% of the life in- 
surance in force in those two countries 
In addition there are 11 associate mem- 
bers representing companies in India 
Sweden, Mexico, South Africa, Brazil 
and Argentina. 

Wendell Hanselman, Union Central 
Life, is the first president. 


To Put Up New | 
26-Story Home 


(CONTINUED FROM, PAGE 1) 


England Mutual and the Liberty Mw 
tual. 

From an observation floor at the bast 
of the lantern tower, which will be the 
highest point of observation available t0 
the public in the city, it will be possible 
to see 25 miles out to sea and 65 miles 
inland on a clear day. ag 

Two important characteristics math 
the interior of the new building, th 
creation of large unobstructed working 
areas and the provisions of new stant 
ards of comfort, with efficient ail 
pleasant working conditions for the et 








ployes. The architectural design wil 
provide open work areas 50 feet wit 
and 250 feet long on both flanks of th 
building in the lower block. All interid 
partitions will be of the movable sted 
type. 

Spacious luncheon rooms and a coll 
pletely equipped restaurant kitchen W 
make it possible to serve 4,000 employ§ 
in four sittings, and one entire floor, t 
eighth, will be devoted to rest and rect 
ation facilities. In addition to the 10 
gardens atop each of the seven-stot 
wings, there will be large mens @ 
women’s lounges, a general lounge, 4 
well as a library, game rooms and heat 
quarters for social organization. 

The new John Hancock Hall will! 
patterned on a small scale after ? 
Radio City Music Hall, view of the pl 
form or stage being unobstructed whe 
ever one is seated. It will be availab 
to civic groups for meetings, forums, 
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Announcing— The New “Standard of Authority” on 
UP-TO-DATE Underwriting Practices!  - 








Over 850 Pages — 34 Practical, 
Concise, Understandable Chapters 


For All Progressive Underwriters: 
In the Home Office - - - 


Indispensable to the members of home office under- 
writing committees, executives, medical directors, exam- 
iners, lay-underwriters, claim adjusters, inspectors, and 
insurance lawyers, “Risk Appraisal” presents in under- 
standable language all the factors that permit forecast 
of health and longevity. 


“Risk Appraisal” is a MUST for all students and 


selectors of risks for insurance. 


- = = And in the Field! 


For a better understanding of the factors that deter- 
mine insurability, for more intelligent handling of 
border-line cases and as an aid in placing this business— 

General Agents! Managers! Brokers! 
and all progressive underwriters 


will find “Risk Appraisal” of inestimable value. It is 
written so you can understand it without an M.D. de- 


gree. 


Written by the Best Qualified 
Underwriting Author in America 


Harry Dingman needs little introduction. Few are 
the company executives and underwriters who do not 
know him well, and favorably. Few company execu- 


“RISK APPRAISAL” 


by HARRY W. DINGMAN 


Vice President and Medical Director, Continental Assurance 
Company; Author of “Insurability”, “Selection of Risks”, 
and many other studies and presentations on how to under- 
write life, health and accident insurance and how to handle 
claims that arise therefrom. 


Complete! Modern! Indispensable! 


Underwriters everywhere have acclaimed Harry Dingman’s previous 
works on how to select and appraise risks for life insurance and for acci- 
dent and health. Now comes “Risk Appraisal”, the first complete treatise 
on this vitally important subject since “Insurability” was published in 
1927. Tremendous changes of the last two decades have built up a “crying- 
need” for a practical, understandable guide to modern underwriting prac- 
tice. “Risk Appraisal’ is just that. 


Tells the Whole Story! 


Beginning with a discussion of basic principles, “Risk Appraisal” pro- 
ceeds rapidly into specific consideration of all underwriting phases: 
Hereditary, Environmental, Economic and Physical factors, with especial 
stress on Habits and Morals, and Medical and Physical Impairments. Ap- 
plicant, Agent, Beneficiary, Doctor, Inspector, Underwriter, Claim Man, 
Psychoneurosis, Soldier Rejectees and War Disablements are each treated 
in succeeding chapters, individually and in provocative detail. 


All Factors and Impairments in Detail 


Each impairment, whether moral, occupational, physical, or whatever, 
is considered at due length with regard to its relative importance. Each is 
described to make its significance certain to the underwriter, with warn- 
ings of symptoms of related troubles that may affect the case. The entire 
work is carefully cross indexed for quick location of anything that may 
have a bearing on any factor in question. Each subject concludes with 
definite statement as to how insurability is affected. 


Solves Daily Problems - Promotes Uniform Underwriting! 


| Mail this Coupon for Yours TODAY 


Send, as soon as ready, in January— 





.....cop..... "RISK APPRAISAL" by Harry W. Dingman 


Approval Offer— The remittance herewith is to be refunded if | 
for single copies return the book within 10 days after receipt. 


th 
if tives and underwriters have his keen understanding of 
the relationship between field and home office in under- 


writing personal insurance. penege ow 

















com! our account 

oa Especially interesting is the terse and fascinating style , 

tH of the author, his simplicity of expression, with a mini- ee: UE. asks 6d on bedesenneeueeuesas Fb cansccsenes 

ect mum of technical language. He is logical and under- Stagle Cony 

pe standable. You get his points quickly! Price $10.00 COMUNE nn <6 vn 0k os 0knin cop nes anendneees enedeel 
p Less i 

| | Like his previous major works — “Risk Appraisal” epiiiiee | MBR As vonsia sss asei cuca le eae 

16H will undoubtedly be used by practically all com- of 10 or more 

Ne panies & leading underwriters, all over the world. | Pence _| City ececcccrccsccecceces (Zone. oe “a State eoccccescoce 
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pla To The National Underwriter Co., 420 E. 4th St., Cincinnati 2, Ohio 
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Tone Stories about the Crop that never Fails 


IDAHO MAN LIVING “LIFE OF RILEY“ 


IN CALIFORNIA! 
Check for $251.01 coming in every month 


Just WANT to pass along part of a letter 
from a former Idaho man. It’s the kind of 
letter that makes you wonder just how ready 
you ate for those days of your life that belong 
to you. ... Here’s the letter addressed to a 
Northwestern Mutual agent -— 


“I don’t think I’m dreaming for every morning I 
wake up in this marvelous California climate and 
Sally serves my breakfast in the sun on the patio 
and we talk about the old days... and then the 
first of every month, regular as clockwork, comes 
my Northwestern Mutual check for $251.01 —and 
that’s not dreaming! That check is the realest thing 
in this world’and I have you, largely, to thank for it. 

“I think one of the most wonderful things about 
life insurance retirement is the freedom from worry 
Over investments, property values, crops, interest 
rates and all the other things that seem to plague 
you if you're trying to watch every cent yourself. I 


realize now how much better Northwestern Mutual 
can do all these things than any individual. 
“Must close now, wishing you and your family all 
the fine things you’ve helped us attain, and more...” 
There is no surer victory team in the world than 
a Northwestern Mutual agent and a man determined 


_ to protect his family, his farm and himself with life 


insurance. 

When a Northwestern Mutual agent calls on you, 
remember this ad and the letter above. Sit down 
with him and do a little figuring — you'll be sur- 
prised how easily you can arrange for a life income 
of your own choosing, to come in every month, after 
whatever retirement age you pick. 
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Why Northwestern Mutual—The difference between 
life insurance companies is of vital importance when 
planning or buying the kind of independence that 
only life insurance brings. Do these two things: 
(1) see your Northwestern Mutual agent and let him 
tell you what that difference means to you; and (2) 
talk with any of our policyholders, for they can tell 
you why no company excels Northwestern Mutual 
in that happiest of all business relationships — old 
customers coming back for mote. 


™ Northwestern Mutual °° 


Life Insurance Company, MILWAUKEE 2, WISCONSIN 


NORTHWESTERN MUTUAL LIFE INSURANCE — The Crop that never Fails 


This advertisement appeared in Successful Farming 











